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Footwear More Wanted 


Than Jewelry 


There Is No Limit to the Beauty and Extravagance 
in Materials in Evening Slippers 


HEN it comes to picking a 
present, the dancing daugh- 


ters of this age would much 
prefer a pair of beautiful slippers 
to any trinket or costume jewelry. 
The social season that opened with 
the Metropolitan Opera 


prices. It is for that reason that 
every merchant should look to eve- 
ning slippers this season so that he 
has them not only style right, but 
profit right. 

Lights, music, and the tinkling 


of beautifully gowned 
women. Gay parties, the opera and 
social functions of all kinds. New 
York has started what promises to 
be the gayest social season in her 
existence. With the “Four Hun- 
dred” relegated to past 


laughter 


in 





—_ 


indicates a more elabo- 
rate evening slipper year 
tha never before. This 
applied. not only to New 
York, but to the country 
atlarge. Dancing daugh- 
ters and jazzing sons, 
youth and age have gone 
dancing mad. 

The shoe trade has 
kept step with the dance 
in the new types of eve- 
ning slippers designed 
from materials that are 
the most expensive ever 
translated into footwear. 
Silver and gold kid in a 
slipper is no longer an 
index of expense. A pair 
of fancy heels come to a 
hundred dollar bill, and 
with fancy metallic fab- 
rics and a buckle at the 
throat, there is no limit 
to the price that can be 
asked. 

The unusual in style in 
high priced’ shoes has - 
some bearing on style in- 
evening slippers at lower 











She spurns costume jewelry and trinkets for pretty 
shoes. She’s wise—for footwear is now ornamental as 


well as useful. 


history and supplanted 
f by the “Four Thousand” 
Tl or “Four Million,” as 
someone has_ character- 
ized it, society may be 
spelled with small letters 
and includes almost 
everybody who has the 
wherewithal to buy eve- 
ning apparel. 

This change has meant. 


























much to the shoe men.. 
Evening slippers, which 
once upon a time formed 
only a small portion of 
the total shoe business, 
have jumped into the 
limelight. There are 
shoe shops in New York 
where the evening slipper 
business makes up from 
50 to 75 per cent or more 
of the total business. 
Fancy prices are being 
paid for exclusive models 
and materials. On upper 
Fifth Avenue is one store 
that is. selling ready 
made. evening slippers. at 
$65. a pair—and sells a 
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lot of them at that price. 

All. around town the universal 
comment is that the current season, 
as it has opened up so far, has pro- 
duced more evening slipper business 
than any previous season within the 
memory of shoe men here. It is 
small wonder, then, that the collec- 
tive thought of the shoe trade is 
centering on evening slippers and is 
being reflected in some of the most 
original models and designs ever 
seen. 

While each of the high grade shoe 
shops has its own particular “pet” 
in a material or model in evening 
slippers, there is a thread of con- 
sistent trend that runs through all 
of them. 

First and foremost, the current 
season is given over to the precious 
metals—gold and silver, with gold 
occupying a much stronger position 
in the scheme than usual.. One 
astute merchant with a penchant for 
statistics figures that while gold and 
silver sold in the ratio of one of 
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Helene Chadwick, soon to 
appear in “The Golden 
Cocoon,” a Warner Bros. 
production, is seen here 
wearing very attractive 
slippers of white bro- 
caded satin with particu- 
larly graceful lines; high 
Spanish heel; from Innes 
Shoe Company, Los 
Angeles. 


The insert shows an un- 
usual design in two-tone 
combination of brown 
kid with blonde, or 
blonde kid with brown, 
short vamp and Spanish 
heel. Both of these orig- 
inal designs were created 
for the Innes Shoe Com- 
pany. 
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gold to three of silver last year, this 
year the ratio has gone up to two to 
three. Whether it is a plain metal- 
ized kid, a metal brocaded fabric, or 
the embossed leathers simulating 
brocades, the metal idea is pre- 
dominant. Where the body of the 
slipper is of satin, metal kid or 
other metalized trimming is used. 
The flash of gold or silver must be 
there. 

Most of the retailers catering to 
the smart dressers report brocades 
leading the plain metalized kid as a 
shoe material: This is the experi- 
ence of such shops as Cammeyer, 
Fifth Avenue; Saks-Fifth Avenue, 
Nancy Haggerty, Delman, Slater 
and others. This does not mean 
that the metal kids are out of the 
running, but simply that they oc- 
cupy a secondary place in compari- 
son with the brocades. In the me- 


dium and lower priced stores, the 


gold and silver kids seem to be up- 
permost in demand. 
Satins and velvets follow in the 
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order named, but these are handled 
mainly in plain white and dyed to 
suit the wishes of the customer. 

Other materials that are being 
used;but which fall in the class of 
novelties, are pastel colored kid- 
skins, metalized and embossed calf- 
skins, woven metalized brocades and 
woven gold and silver kid. 

In patterns strapped models have 
first call in most shops, although 
some report opera patterns as 
leaders. The latter, of course, usu- 
ally carry some sort of a rhinestone 
decoration. The open shank sandal 
with front vertical strap is a great 
favorite. However, the sandal effect 
without the front strap is a good 
seller with a number of shops. 
Nancy Haggerty, for instance, says 
that her business is about evenly 
divided between the sandal with the 
vertical strap and without it. Al! 
straps, however, are light and airy. 

The bulk of Miss Haggerty’s busi- 
ness in evening slippers right now 
is being done on fancy brocades, in 
which high colors are mixed with 
metals. 

At Delman’s metal brocades are 
leading, either in the wide open 
shank models or deeply cut effects. 
Straps, rather than opera styles, 
have first call. Some gold and silver 
kids are being sold at this shop. 
Other materials that are being used 


’ by Delman’ include~-pastel- kid and 


satin, often hand painted in colors 
or gold or silver in Russian designs, 
a peach bloom colored satin, usually 
decorated with gold kid, and a gold 
embossed calf in snake design. 

One of the best selling numbers 
at Cammeyer’s De Luxe Shop on 
Fifth Avenue is a gold or silver 
brocade with a rhinestone band for 
the ankle strap. This shop leans 
strongly toward fancy straps of 
metal or jewels. Embroidered 
satins in color also are sold in good 
quantities by this concern. 

Gold and silver brocades are the 
leaders at Saks-Fifth Avenue store. 
This shop carries a large number of 
novelties, one of the most striking 
beig sandal effects in pastel shades 
of velvet with large gold and silver 
kid overlays. 

Fancy heels on evening slippers 
have sold better this year than ever 
before and most of the high grade 
stores carry rather extensive stocks. 
The all rhinestone heel is probably 
the bulk seller. Insets of colored 
stones in butterfly or other designs 
also are good. The highly polished 
metal heel is an innovation, as is the 
rough hammered effect in gold and 
silver. Celluloid heels in fancy 
colors and designs, often with jew- 
eled insets, and mother of pear! 
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effects are among the novelties. 
Some stores are showing covered 
wood heels, inlaid and carved, so 
that the design shows through the 
covering. 

Evening slippers are being more 
widely exploited, both in window 
displays and advertising, than ever 
before. I. Miller last week had an 


ad devoted exclusively to evening . 


slippers, covering seven-eighths of 
a page in several newspapers. Eight 
different patterns were shown, from 
the plain opera pump to an elaborate 
sandal effect, lavishly trimmed with 
rhinestones. The metal effects were 
stressed. In conjunction with this 
the Forty-second Street store 
showed an entire window of evening 
slippers, against a beautiful back- 
ground made up largely of colored 
ostrich plumes. 


Gives Lion to Zoo 


Albert M. Creighton, Lynn shoe 
manufacturer, has given to the 
Franklin Park Zoo in Boston the pet 
lion cub which he brought from 
Africa last spring. The cub has 
grown up. 
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Patsy Ruth Miller has a 
flair for smart slippers and 
has chosen from Lewis 
Waters’ Shoe Salon de 
Luxe, Los Angeles, this 
attractive model with open 
shank and high Spanish 
heel. 
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re years ago, H. J. Hyland, 
who owns the Family Shoe 
Store in Andover, Mass., started a 
hosiery. department. The first six 
months his sales were $200 and the 


next six months he had doubled this- 


amount. Last year his stocking 
sales ran well over the $5,000 mark. 
Andover is near to several large 
towns, Lawrence, Haverhill and Bos- 
ton, so the problem of building up 
a good business was a hard one to 
solve. The town is not large enough 
to support a daily newspaper of its 
own, so the problem was further com- 
plicated by the number of out-of- 
town advertisements being read 





Stock, $700; Sales, $5,000 


every day by the people whom Hy- 
land needed to reach. 

He figured out that in order to 
combat these clever advertisements 
and the lure of either buying out of 
town or sending for goods by mail, 
he must make Andover folks think 
of him first when it came to buying 
foot coverings. The offense was de- 
veloped along the lines of good mer- 
chandise and good service. While 
the other stores were featuring cheap 
stockings the Family Shoe Store 
was showing quality goods. 

A full-fashioned twelve-strand silk 
stocking was featured at $1.85 in a 
full range of shades. Every cus- 






tomer that came into the store was 
shown and usually was sold a pair of 
these hose. Soon he had the stock- 
ing trade of the town sewed up, be- 
cause he was giving his customers 
something that they could not get 
elsewhere—good wearing merchan- 
dise, in styleful shades, at reason- 
able prices, with cheerful service. 

The average hosiery investment is 
never over $800 and usually is 
around $700, which means that 
the store is getting around a six 
times stock turn, not bad by any 
means for a country town, with se- 
vere big city competition. 








He Solved the Problem of 
What Is Wanted 


“There is practically only one 
problem for the retail shoe merchant 
to solve in conducting his hosiery 
department,” says the head of Fos- 
ter’s Shoe Store of Waterville, Me., 
“and that is to determine the one 
best price that customers wish to 
pay and feature that line.” 

This merchant, Mr. Foster, proves 
his contention every day, as he is 


5 





selling hosiery to 50 per cent of his 
shoe customers at the time of the 
shoe sale. Also he is giving all his 
customers such a sales talk on stock- 
ings that the majority come back 
later to buy. This business, coupled 
with the repeat business he is get- 
ting, gives him a nice little volume 
on his hosiery business. At no time 
is his total investment over $50, but 
as he orders at least once a week, he 
will turn his stock better than 
twenty times a year. ’ 






To Buy Shoe Cloth Abroad 


Daniel Geogerian of Victory Shoe 
Co., manufacturers of women’s turn 
shoes in Haverhill, is making a two 
months’ business trip to France, pri- 
marily for the purpose of purchas- 
ing gold and silver cloth. The ex- 
tensive demand for footwear made 
of these materials has caused a 
scarcity of supply in the local mar- 
ket, also a sharp advance in prices. 
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Pour into glass the 
proper tint. Mix colors 
if necessary. 
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Test the color shade on 
a separate piece of the 
material. 


Matching Colors in Evening Footwear 


How a Small Stock of Evening Slippers Can Cover 
a Wide Range of Demand 


found that in five cases out 
of ten the slippers exactly matched 
the gowns, many probably dyed the 
same color. It is-universally agreed 
that slippers must be in complete 
harmony to produce a distinctive 
motif. 

A pioneer, and the greatest advo- 
cate of tinting slippers to match the 
costume, is Harry C. McLaughlin, 
general chairman of the National 
Shoe Retailers’ Styles Committee. 
He has made it one of the most suc- 
éessful features’ of his evening slip- 
per business. , 

‘Charles Neering, head of the shoe 
departments of McCreery’s, Fifth 
Avenue, New York, goes the propo- 
sition one better. After tinting the 
shippers he has the hose dipped in 
the same color so, that the woman 
may have an exact combination. 


T the opening of the Chicago 
Civic Opera, a staff reporter 


A Regent pump as 
purchased by the 
customer in white 
satin in the correct 
size, shown prior to 
tinting 


Color is the life of the party and 
color in evening slippers is lending 
much life to social functions all over 
the country. Color in evening 
slippers has come to mean not one or 
two leading shades, but the whole 
spectrum, for women are matching 
their slippers with their costumes. 

At first blush this seems to spell 
difficult times for the retail mer- 
chant. There is enough variety to 
colors and materials in the ordinary 
run of business to make the job of 
stock-keeping almost a nightmare, 
but if colors are to run riot in eve- 
ning slippers, the madhouse would 
appear to be the final conclusion. 

However, great strides in the de- 
velopment of dyeing processes have 
been made, so that the merchant 
need not fear the color bugaboo. 
With a dyeing set, a fairly intelli- 
gent person to do the dyeing, and a 
small stock of white satin or bro- 
caded evening slippers, the retailer 
is ready to cater to the color whims 
of his customers. So widespread has 
this development of dyeing white or 
flesh pink slippers into all shades of 
the rainbow become that such stores 
as Saks-Fifth Avenue freely adver- 

tise their slipper tinting 
service and _ have, at 
times, given it display 
space in their windows. 
Practically every mer- 
chant along Fifth Ave- 
nue and the side streets 
is dyeing slippers and 
making a good profit do- 
ing it. The price for 
dyeing a pair of evening 
slippers to match any 
wanted shade ranges from 
$1.50 to $2. The invest- 
ment in a kit, which con- 
tains enough to dye at 


least 700 pairs of slippers costs 
about $30. The cost of the dye ma- 
terial averages around 4 cents a 
pair, and the ordinary worker can 
dye one pair of slippers in less than 
10 minutes with a little practice. 
In addition to this, dyeing a pair 
of slippers the exact shade that is 
wanted by a customer is rendering 
a service that makes a lasting im- 
pression. It makes a bond between 
store and customer that can be tied 
in. few other ways. This feature, 
alone, is worth careful consideration. 
The best dyes, as now developed, 
color satin, brocade, velvet and even 
buckskin evenly and quickly, without 
streaks, and dry in about 5-minutes. 
The ordinary rubber backed ‘satin 
will not allow the dye to seep through 
to the shoe lining, so that the com- 
pleted job is perfect—as good, in 
fact, as if the slippers had originally 
been made of colored material. 
The development on one set of 
dyes, being marketed by J. Einstein, 
Inc., New York, under the name of 
the “Marvel Slipper Dye,” has some 
of the elements of romance in it. 
The story goes back a few years, 
when the dyeing of evening slippers 
for the New York retailers was 
practically in the hands of one 
woman. She started by charging 50 
cents a pair and advanced her price 
by steady stages until it reached $2 
a pair. Not only had the price be- 
come high, but she had kept her 
processes more or less secret and by 
so doing had limited the expansion 
of her organization, so that the work 
that poured in upon her was delayed. 
Conditions were most unsatisfac- 
tory. This-was the situation about 
a year ago, when Jack Sommers, of 
Sommers, Inc., the Fiftieth Street 
retailer, happened to discuss the 
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problem at a dinner at which a Ger- 
man chemist was a guest. Without 
prearrangement, this chemist, after 
his return to Germany, sent Mr. 
Sommers several samples of dye and 
asked him to try it out on satin 
slippers. The results were astound- 
ing, according to Mr. Sommers, who 
immediately made arrangements for 
getting the dye in larger quantities 
and distributing it to his fellow re- 
tailers on a commercial basis in this 
country. The Manrose Dye Com- 
pany was formed for this purpose 
and the Einstein concern selected for 
wholesale distribution. The dye still 
originates in Germany and its chem- 
ical makeup is a secret. It does the 
work, however, and is being mar- 
keted on a basis that enables the re- 
tailer to make a handsome profit in 
coloring shoes. 

The process involved in using this 
dye is simple. A pair of white or 
flesh pink slippers, preferably the 
former, are selected for dyeing. If 
the slippers are soiled a coat of de- 
natured alcohol is used as a cleans- 
ing agent. Some swatches of satin 
are taken on which to try out the 
colors. The kit contains 48 bottles, 
each containing a different color, as 
shown on a chart which the com- 
pany issues. The color is selected 
and some of the dye is poured into 
a glass tumbler, sherbet glass, grad- 
uate or similar glass vessel. If a 
light tint is desired the dye is mixed 
with equal parts of alcohol and 
water. If a darker tint is wanted, 
an extra coat is given the slipper, or 
one of the darker dyes is used to 
darken the color. The dyes may be 
mixed to give any color desired that 
is not shown on the card. A little 
experience enables the dyer to mix 
the colors in the right proportions. 
A camel’s hair brush is dipped in the 
dye mixture and applied to the 
swatch to test the color, and then to 
the slipper, the worker being care- 
ful not to run over the soles or the 
upper edges with the brush. The 
slippers are\\then set aside to dry. 
The drying process may be hastened 
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Compare carefully the 
sample dyed with the 
color card. 











by a little heat, preferably from an 
electric stove or by the use of an 
electric fan. The only care that need 
be exercised is to prevent the dye 
getting on the inside of the shoe or 
over the soles. Regardless of how 
the dye is applied to the body of the 
slipper, the color comes out even 
and without streaks or laps. 

Mr. Sommers practises his own 
preaching in the dyeing of slippers. 
In his own store on Fiftieth Street 
he dyes on an average of 100 pairs 
of slippers a week, the work being 
done by a stock clerk, shipping clerk 
or any one of several people who 
happen to have the time to do it. 

“We find,” he said, “that four out 
of five of the colors wanted can be 
found on the color chart, and used 
from the bottle, unmixed. The fifth 
call may demand a little mixing of 
colors, but it is not difficult. 

“For the last four or five years 
we have done most of our evening 
slipper business on two models 
alone. We buy them in white and 
then dye them any color that is 
wanted. You can readily see what 
a tremendous saving this is in stock. 
By continuing the same models from 
year to year we never have any left 
over stock to close out at a loss and 
we never lose anything on colors. 
We have no difficulty in doing busi- 
ness on two models. After all, in 
evening slippers it is the color that 
makes the style and not the cut of 
the shoe. Our two models are con- 
servative in cut, but well 
fitting.” 

There are a number of 
dyes on the market— 
some very successful and 
others passably accurate 
—the test is easy to 
make—try them out. 





one good stock of 
sizes and widths 
cover a wide pub- 
lic demand for 
colors 
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Apply the dye with 
brush right up to the 
French binding. 


Tan and White in Paris 


John C. McKeon of Laird, Schober 
& Co., has returned from an exten- 
sive trip abroad. Speaking of foot- 
wear tendencies abroad, Mr. Mc- 
Keon said that in the resorts there 
is a marked turning toward combina- 
tions of white and tan. Blonde 
shades also are active. Black is very 
strong and in France satin is being 
advocated for street wear in shoes 
with satin backs and leather vamps. 
Patent leather and colored kid are 
good. In France reptile leathers 
continue in favor largely because of 
a desire to have footwear match the 
handbags. In England there is a 
turning to gray which might be re- 
flected in American buying later on. 
Patterns continue to run toward the 
plainer effects except in evening foot- 
wear where a riot of style and color 
prevails. 

Laird, Schober and Co. have an- 
nounced that they plan an addition 
of about 12,000 square feet to their 
working floor space. The addition 
will increase the capacity about 25 
per cent and will be ready for occu- 
pancy Jan. 1. 









The same Regent 
pump tinted char- 
treuse green, mak- 
ing an extra profit 
for the store, and 
incidentally making 
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A Vicious Statement Refuted 


HE records of every war are the same— 

plate it to the shoes. Invariably we find 
that some time after every war, when memory is 
dull as to actual facts, some military authority 
takes a nasty crack at the shoe trade. 

We cannot let go unchallenged the statement 
by Major-Gen. George Bell, Jr., commander of 
the Thirty-third Division in France, who in his 
copyrighted story appearing in the Hearst publi- 
cations says: “A hurried examination of new 
shoes proved conclusively that many pairs had 
soles of some sort of composition which did not 
withstand the first rain. How any one could ex- 
pect men to go to France and march in a country 
notoriously rich in rainy weather in such shoes and 
remain in water-logged trenches and win— 
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“I could scarcely believe my own eyes until sober 
reality awakened me, rudely enough, to the realiza- 
tion that certain manufacturers were getting rich 
at the expense of the Government and its defenders, 

“But where were the officers who were supposed 
to inspect all supplies? Where, indeed?” 

In reading his story, the Thirty-third Division 
sailed for France shortly after Feb. 18, 1918, ten 
months after declaration of war, by which time 
millions of pairs of trench shoes, leather made, 
were certainly available for troop service. We have 
checked the facts in Washington and can see no 
justification of any such statement by any military 
authority. Trench service footwear, as made by 
American manufacturers, came upto every speci- 
fication as ordered by Pershing’s staff, after a study 
of French conditions. If the men went to the 
front in garrison shoes, that is the general’s fault, 
for the heavy shoes were ready. 

If there is any one commodity that was properly 
made for war service it was footwear. 

What a malicious statement “certain manufac- 
turers were getting rich at the expense of the Gov- 
ernment.” There were no cost plus shoe contracts 
issued. Every contract was based on prime leather, 
the best of shoemaking, and at a price figured at a 
minimum of profit. Shoe manufacturers and tan- 
ners based their service to the Government on pa- 
triotic grounds, and many a factory found itself 
shortly after the end of the war bankrupt, because 
it had bought shoe machinery that could never be 
used in civilian shoe making, and had made its 
quota of shoes, without a fair and legitimate mar- 
gin of profit. 

We could call on authorities, men who served in 
Washington and actual shoe men who served at 
the front, to deny General Bell’s charges. The 
“fadeaway” shoes of the Civil War now have com- 
panions “which did not withstand the first rain in 
the World War.” We deny his charges emphati- 
cally. 

We hope the American public has the saving 
sense of forgetting his utterance through a better 
knowledge gleaned from the doughboy himself. 
Our opinion of the general’s officers and their 
knowledge of practical things has been lessened 
materially, not only by Colonel Mitchell’s charges, 
but the ignorance of fact that comes out of the 
mouths of these self-same generals. We deny his 
charges emphatically, and will you do as much in 
your store if the subject comes up at any time? 


The Silent Trade—Shoes 


i there any other article that is sold to people 
without some degree of educational illumina- 
tion concerning it? The watch maker tells you 
how to treat your watch. The automobile man is 
careful to tell you a lot about the car you purchase. 
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Almost every trade under the sun gives the pur- 
chaser some information concerning the goods. 

Do shee men endeavor to enlighten the public on 
the fine paints of shoes? Do they emphasize the fine- 
ness, the delicate points, the little niceties, the beauty, 
the daintiness, the fragility, the sturdiness, the won- 
ders of the shoes? What dealer or manufacturer ac- 
companies the sale of a pair of shoes with an “instruc- 
tion book” as do the automobile people? And still 
the shoe gets more wear, more abuse, more villifica- 
tion than any other article of apparel. 

People are unconscious of their shoes unless 
they hurt the feet. They are taken as a matter of 
course. Shoes are put on, worn out and replaced 
without knowledge of their wondrous qualities. 
The average man ; 
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become one of the greatest commercialized sports, 
bringing to the major leagues millions of dollars. 
each season? Newspaper publicity. Why does a 
world’s series create an almost international sen- 
sation? Newspaper publicity. And the amount of 
advertising money involved would not endow many 
orphan asylums. No, indeed, not even a tiny little 
ten-bed affair. 

Turn on over and see the theatrical section. 
Here we have the great American press agent at 
his best. Page after page of puffs, gooey, mushy, 
sensational, distorted, magnified, press agentry. 
What is it that takes an ordinary Wop and makes 
a world famed actor of him? What is it that turns 
millions of dollars into the coffers of the movies 
day after day? Count 
the wealth of the 





knows more of the 
construction of his car 
than anything else. 
And the automobile 
man has seen to it that 
such is the case. 

The conservative 
shoe man arises to 
ask: “What can we 
do? The automobile 
people spend millions 
of dollars in advertis- 
ing. Naturally the 
newspapers and publi- 
cations give them a lot 
of publicity.” 

Allright. Let’s take 
a look through a Sun- 
day newspaper. We 
come to a sixteen-page 
section in which auto- 
mobiles and accesso- 





movie world today and 
Cresus is a_ piker. 
The press agent has 
created an atmosphere 
of romance and mys- 
tery in which the 
movie fan lives most 
of his time. He dreams 
and sees visions. Take 
off your hat -to the 
press agent of the 
movies. 

Here is another sec- 
tion, not quite as 
plethoric as the others. 
It is called the real 
estate section. Glance 
over it for one mo- 
ment. See the col- 
umns of publicity 
given to the matter of 








ries are exploited. 
What is the average 
size of the automobile 
advertisement? One- 
quarter of a page. 
Compare that to. the 
average shoe adver- 
tisement and you will 
find that the shoe ad- 
vertisement does not 











The wallop of authority.in every issue of the BooT 
AND SHOE RECORDER. When you consider the mil- 
lions of dollars invested in shoe stores, shoe factories 
and tanneries, it is apparent that a tremendous in- 
dustry needs a medium for expresstng itself, for 
making known from one man to another; one craft 
to its brother craft, the progress made, the problems 
solved, the service rendered. The BOOT AND SHOE 
RECORDER is the forum of the industry, as well as 
the service station of the retail shoe merchant. 





- building homes. And 


then size up the adver- 
tising that accompa- 
nies. 

EE 


If a Boston store 


. Sells $6 shoes across 


the board and also 
features $50 buckles, 
should a store selling 
$12 shoes have as its 


suffer greatly from 
the comparison. Take the week’s edition of any 


newspaper and total the lineage of shoe advertis- 
ing and you will see that shoes are an important 
part of the newspaper’s revenue. 

But turn on over into the Sunday paper and be- 
hold another sixteen-page section devoted to sports. 
Then hunt for advertisements of those sports that 
are exploited. Do you find the baseball magnates 
blowing any considerable amount of money in the 
advertising columns? Why is it that baseball has 


maximum or minimum $100 buckles? 
EEE 

A. FILENE has a good deal to say on the 

¢ “democratization of business”—that is—the 
business being run more and more by employees. 
He admits that this method is slower—it means 
meetings of committees, much talk, etc.—but he 
believes in the long run that it is much safer and 
a more permanent form of organization than the 
“one man” business. 
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T the same time that the Ninth Annual Conference of the Tanners’ Council of America was 

being held at the Congress Hotel, Chicago, Nov. 5 and 6, a remarkable display of leather as 

a wearable material was held at the exhibition rooms of Marshall Field & Company, where 

hundreds of thousands of people had an opportunity to see leather in all its uses. We picture a few 

of the exhibits directly pertinent to footwear. This was perhaps the most complete exposition of 

ce woe ever held, covering everything in footwear, everything in dress, and every possible use of 
eather. 

On these pages we show hand shoemakers, the exhibit of fancy leathers, of kid leathers, of calf 
leathers, patent leather, cordovan and reptile leathers, and a very artistic little style show setting. 
What a great educational thing it would be if this exhibit could be on display in every city of the 
country! 
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T the Tanners’ Conference, President Fraser M. Moffat said: “Red figures have been turned into 

black. One corner has been turned. Progress is now substantial and impressive.” August H. 

Vogel said: “Customers establish a fixed price shoe. Frequent and sharp fluctuations check the 

normal flow of business. A careful and systematic study of the ruling prices of shoes and the 
range of leather prices are necessary to fit the needs of the shoe manufacturers.” 

Willis R. Fisher said: “We tanners are confirmed optimists. Competition puts a limit on sell- 
ing price. We are serving the industry as it was never served before.” Percival E, Foerderer 
pointed out conclusively that Bea a pressure by tanners had not been justified, and that high priced 
raw stock brought a profit only to the concern that sold it to the tanner.” 
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How they formed the Leadshur 
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RGANIZATION night had 
QO come and the results of a 

week’s work were soon to be 
known. The temporary officers had 
printed and mailed to every shoe 
dealer, large and small, the follow- 
ing announcement: 

“A meeting of the Shoe Retailers 
of Leadsburg has been called for 
Wednesday evening, Feb. 10, at the 
White Grill, to consider the ques- 
tion of effecting an organization of 
men engaged in the trade in this 
city. Many lines of business in 
Leadsburg are organized. Ought 
- there not to be a Leadsburg Retail 
Shoe Dealers’ Association? 

“It is expected that one of the 
officers of the National Shoe Re- 
tailers’ Association will be present 
to speak on the subject of organiza- 
tion. 

“You. are cebdiaily invited to be 
present ‘and participate in this meet- 
ing.” > 


Men . were ‘slow in gathering. 


Proprietors of the downtown stores ‘* 


were on hand at eight o’clock. By 
quarter past, the small dealers in 
the suburbs, who keep open to 
variable hours in the evening, had 
begun to arrive. By half past eight, 
thirty men were assembled, and a 
few more straggled in later. 

But the temporary officers knew 
that not everyone in the trade was 
to be expected. There had been 
queer experiences during the week. 
The twelve men on the invitation 
committee had snatched time from 
their business to call on the dealers 
whose names Stratton had given 
them. By most men they had been 
cordially received, and their invita- 
tion had been met with some show 
of interest. But in other instances 
the response showed entire indiffer- 
ence. Occasionally they were met 
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If ever there was a time when ‘ inerohants ought to get to- 
gether it is right now. Last week we told how the merchants 
in Leadsburg, feeling that cut rates in rubbers, indefinite 


store 


hours, unnecessary allowances, and unfair merchan- 


dise practice, was making it unprofitable for one o 
them, were brought together Tepipererde as Seas Bad 


remedy. They 


had a rousing session at an iahorsaal 


luncheon, and decided to organize—now go on from here. 


By I. DIDIT WRIGHT 


in a spirit of antagonism and hos- 
tility. 

Philip McGuire had called upon 
William Sampson, and been re- 
buffed. 

“T’ll have nothing to do with this 
organization,” said Sampson. “This 
getting acquainted game may be all 
right. But what will the whole 
thing turn into? Why, the associa- 
tion will soon be telling me how to 
run my business, telling me to close 
up for summer half-holidays, fixing 
the prices on my.goods, forbidding 
me to put on clearance sales when 
T am ready. There will be too much 
interfering with my rights and lib- 
erties. I tell you, I’ve been running 
my business for eighteen years, and 
I’ want. to: let you know that there 
is no other man or bunch of men in 
Leadsburg that is going to tell me 
how ‘to run it. In this matter of 
organization, you can just count me 
out.” 


ILL Staples be there?” an- 

other man asked the caller. 
“I expect so,” was the reply. 
“T’ve known who Staples is for 
ten years, and I can’t say enough 





about what I think of him and his 
way of doing business in his store 
just beyond here. It wouldn’t 
listen well if I should tell you. Do 
you suppose for a minute that | 
would meet with anybody in the 
same room, or spend an instant in 
the same building, where Lawrence 
Staples was to be found? Believe 
me, No!” 

There were men of another type, 
who received the committeemen 
gladly. Brodney had dropped in to 
see Burt Stevens, a small dealer way 
out on the north side, and had been 
welcomed with open hands and a 
wealth of good wishes for the suc- 
cess of the organization movement. 

John C. Stratton called the meet- 
ing to order, and stated the purpose 
for which the men were assembled. 

“This idea of a local association,” 
he said, “has been growing upon me. 
It is not a new idea in this city, for 
I have found, in discussing the mat- 
ter this week, that there used to be 
an association of shoe men here 
thirty years ago. The association 
idea has just been slumbering 
through these years; but now it is 
becoming aroused again. 


O you know what brought the 
idea forcibly to my thoughts? 
It came to me as I was studying the 
monthly reports of my business and 
considering the trade conditions in 
this community. I was convinced 
that the same abuses which exist in 
my own business are characteristic 
of the general shoe business in 
Leadsburg. There are some things 
I want to see changed; but no one 
man can change them. Yet, why 
cannot a hundred shoe dealers here 
govern the situation? 
“T have been doing some business 
that hasn’t produced a satisfactory 
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profit and I imfer the same thing is 
true in your ores. We want better 
profits, do not? But our profits 
are cut into by many wrong features 
of mM ing. There is the 
dealer who doesn’t know how to 
figure his prices and who, therefore, 
marks his goods too low; he not 
only fails to get his profit, but his 
unfair competition spoils business 
on those goods in my store and in 
your stores. There is the man who 
has no principle and backbone in 
the handling of complaints and who 
grants unreasonable redress to 
fault-finding customers; his unwise 
adjustments injure the shoe trade 
in his store and in my store and in 
your stores. Then there is the man 
who starts his clearance sale in the 
middle of the season and cuts off his 
own profits; but, what is worse, he 
disorganizes the season’s trade 
throughout the city and shortens 
the selling season in my store and 
in your stores. There is the fake 
sample shoe store, and the fly-by- 
night bargain shoe house, both of 
them cutting into my business and 
your business by their dishonest ad- 
vertising and wmisrepresentation. 
You and I, as individuals, cannot 
say anything about these scalawags, 
for they would only make advertis- 
ing capital out of our complaints. 


6 UT what you and I cannot do 
separately, you and I can do 
together. I hope we shall see tonight 
that, by association and cooperation, 
we can all increase our profits, abate 
abuses in the trade, develop some 
reasonable principles for making ad- 
justments, regulate the time of 
clearance sales, and drive out of the 
city the unfair competition of fake 
sample and bargain shoe stores. 

“I am looking forward to an as- 
sociation that will promote and de- 
velop courteous, considerate and 
friendly conference among the shoe 
dealers of this city, that the common 
interests of all of us may be ad- 
vanced.” 
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There isthe man. who starts clearance | 
| sales in the middle of the seasons 
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Then the silver-tongued speaker 
of the evening, the representative of 
the National Association, was intro- 
duced. He told about the larger or- 
ganization, its wide and general and 
comprehensive scope, and the broad 
questions with which it deals. He 
described how the National works 
hand in hand with the local associa- 
tions. A fluent and _ vivacious 
speaker, he stirred his hearers to 
enthusiasm as he placed the subject 
of organization fairly and squarely 
before them. 

“Yes, the National Association is 
a great organization,” said he. “But 
it is great only as the local associa- 
tions are great, strong and active 
only as they are strong and active. 
It was because the officers of the 
National Association realized that 
any great and abiding success could 
only be attained by coworking with 
the local bodies that the plan of 
affiliation was developed. By affili- 
ating with the National Association, 
the local association’s energy and 


backbane in handling complaints 








vitality are transfused into the 
larger organization, which is there- 
by made able to render a broader 
and more significant service to the 
loeal bodies. 


‘¢N dealing with specific condi- 

tions of a local character, the 
local. association is your effective 
agency. You men are here on the 
spot. You know the conditions here. 
Here is where your personal influ- 
ence lies. Here your business is lo- 
cated. Here is where you make your 
money. Here is where you live your 
lives. And by associating yourselves 
in this organization with the other 
men of like interests in this city, you 
create a force that has every power 
to mold the shoe business in Leads- 
burg as you will. The organization 
is the machinery. Its power is the 
combined strength of the influence 
and energy of all the members. 


_Every one of you can feel the per- 


sonal satisfaction of helping to 





There were men urho received 
the committeemen gladly 





operate the machine. And every 
one of you can profit from the out- 
put of the machine in better busi- 
ness ideals, better business methods, 
better service to the public, better 
prices and better profits.” 

At the conclusion of this address 
it was evident that the whole gather- 
ing was moved with a calm, busi- 
nesslike sort of enthusiasm. Di- 
rected by the temporary president, 
the secretary opened the books and 
prepared to write the list of charter 
members of the new Leadsburg as- 
sociation. Responding to Stratton’s 
invitation, every man in the room 
had his name placed on the roll. 
The Leadsburg association, no 
longer only a dream in the mind of a 
single progressive business man, 
was beginning to take shape in 
reality. 


EXT the Committee on Con- 

stitution was called upon for 
its report. The chairman, Wilbur 
Hunter, arose. 

“Mr. Chairman and Gentlemen: 
Your committee, having been ap- 
pointed only a week ago today, has 
not had long enough time to draft 
a suitable constitution for this body. 
Through correspondence, however, 
we have secured from National 
headquarters a copy of the constitu- 
tion of the National Association, 
and from the Boot ANP SHOE RE- 
CORDER a copy of an ideal local asso- 
ciation constitution. These we con- 
sidered together at a meeting yes- 
terday, in the light of local condi- 
tions, and feel that at the next 
association meeting we shall be able 
to report in full with the copy of an 
instrument suitable for the require- 
ments of Leadsburg. In view of 
this fact, the committee left it with 
me to suggest that the question of 
adoption of constitution be made 
the special business at our next 
meeting, together with the election 
of officers for the first year. In ac- 
cordance with this wish of the com- 


[CONTINUED ON PAGE 47] 
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This Week— 


Independent 


Retailer 


HE “independent retailer” 
generally conducts a specialty 
store, that is, a store special- 
izing in the handling of but one 
type of goods such as groceries, 
drugs, shoes, dry goods or hard- 


ware. The specialty and general 
stores are the oldest retail outlets 
in this country and are still of 
major importance. It is said that 
they number over 1,000,000 today 
and that they do over two-thirds of 
the total retail business of the 
country. This may seem surpris- 
ing, for there has been so much 
talk of chain store competition in 
recent years that some have an idea 
that the independent store is of 
little importance today. 

It is difficult to determine exact- 
ly the number of independent shoe 
stores in the United States, but it 
is probably safe to say that there 
are over 30,000. Some authorities 
have put the figure at over 49,000. 
Taking even the smaller figure, it 
is evident that this type of store is 
of major importance. Whether or 
not it retains this importance de- 
pends on the individual owner or 
proprietor of each such store. 

‘There is no doubt that there is 
keener competition today than at 


Fast 


r 


By Albert W. Frey 


Assistant Professor of Marketing, 

Amos Tuck School of Administra- 

tion and Finance, Hanover, New 
Hampshire 





- hopeless. 


ov 


any other time in our history, but 
the case of the independént is not 
The chain store, depart- 
ment store and specialty store have 
practically the same fundamental 
functions to perform and all of 
them are or should be striving to 
perform these functions as effi- 
ciently and economically as pos- 
sible. 


T may be of interest to note some 

of the factors that work for or 
against the welfare of the indepen- 
dent shoe dealer. First, consider 
location. In this respect the inde- 
pendent can be as well off as his chain 
or department store competitor. A 
store situated in the downtown trad- 
ing district has as much chance of 
getting trade as any other store in 
the district, for people “shop” for 
shoes usually. The independent may 
have a little advantage over the de- 
partment store, locations being 
equally good, for the customer may 
prefer to buy in a place where he 
can get his shoes in as short a time 
as possible. He may not care to walk 
through several departments and 
maybe upstairs before reaching the 
shoe department. In other words, 
the shoe store is often handier to 
get at. 

Next, the personal factor. Here 
the independent seems to have the 


November 21, 1925 


Next Week— 


Department 
Stores 


edge, for his relations with his cus- 
tomers can be more intimate than 
can or are those of his competitors. 
This is an especially great influence 
with men, for most of the latter seem 
to “like to trade with so-and-so” be- 
cause of some personal relationship. 
This factor is by no means unimpor- 
tant in the case of women. Some 
dealers keep card indexes of their 
customers in order that they can give 
real individual service. 

It has often been claimed that the 
specialty store has better assorted 
stocks, but this is not necessarily 
true. The department and chain 
stores are probably as well off in this 
respect. The fact that the indepen- 
dent knows his trade better, how- 
ever, may make it possible for him 
to keep an assortment more in keep- 
ing with the likes of his clientele. 


N the case of operating expense 

and turnover, again the indepen- 
dent is not inherently better fixed 
than the other two. In fact, the op- 
posite is often true. There is no rea- 
son why the independent cannot at- 
tain a turnover as great as the 
others, operating expenses about 
equal. 

Probably the only inherent dis- 
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advantage under which the indepen- 
dent works is that of a relatively 
small buying power. He has not, as 
a rule, the capital or credit facilities 
of his competitors. He cannot al- 
ways take cash discounts, He cannot 
always buy direct and, due to the 
fact that he must devote so much 
time to other phases of his business, 
he cannot keep in touch with all the 
sources of purchases that his com- 
petitors do. The independent should 
do everything possible to minimize 
this disadvantage. 

Another disadvantage, not in- 
herent, has been poor management on 
the part of the independent retailer. 
He may have been an excellent shoe 
fitter and judge of quality and work- 
manship and yet a poor business 
man. The writer knows of a case 
where a shoe merchant was losing 
money for years and didn’t realize it 
until a public accountant looked over 
his books. 

What are some of the ways in 
which the independent has worked 
and should work to really put his 
store on a business-like basis? The 
first step has been implied in the 
preceding paragraph—he should set 
up a good accounting system and 
stick to it. He should know what 
operations are unprofitable in order 
that he may discard or change them. 
If his store is departmentized, as it 
should be if possible, he can learn 
through proper accounting what 
lines of shoes, what style of shoes 
and what price shoes are the profit- 
able and unprofitable ones. 

Secondly, he should be very careful 
of his stocks. He should keep them 
at a minimum in order to get the 





How They Formed the 
Leadsburg Retailers 


Association 
[CONTINUED FROM PAGE 44] 


mittee, I move you, Mr. President, 
that another meeting be called for 
this purpose, and that the temporary 
president be requested to appoint a 
nominating committee to present 
for our consideration nominations 
for the various offices in this organ- 
ization, the printed report of this 
nominating committee to be mailed 
to every shoe man in Leadsburg a 
week before the meeting at which 
the election shall take place.” 

The motion was carried unani- 
mously. 

“As it appears that we have per- 
haps accomplished enough for one 
night,” said Stratton, “suppose we 
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largest possible turnover and keep 
his dollars working. Great care 
must be taken, however, to be sure 
not to get big turnover at the ex- 
pense of lost customers. Turnover 
has been preached for so long that 
some dealers have overdone it and 
by having too small a stock have 
been unable to satisfy some cus- 
tomers. 

It is well to buy the stock from as 
few sources as possible. Better ser- 
vice and better credit relations are 
the usual result of such an arrange- 
ment. Fewer odds and ends are left 
on the shelves. 

Accurate stock records should be 
maintained and used. Stock should 
be checked when it arrives at the 
store to insure that it is the quantity 
and quality ordered. It is often wise 
to mark each box with the date of 
purchase in order that slow moving 


shoes can be easily located and dis- _ 


posed of before they die on the 
shelves. Good stock records can be 
a helpful guide to future purchases. 

Having placed proper stock on the 
shelves, every effort should be made 
to move them off as quickly as pos- 
sible. Among other things, this in- 
volves proper pricing. A scientific 
mark-up policy should be established. 
Proper accounting will be an aid to 
setting up such a policy. 

The selection and training of the 
sales force is important. The em- 
ployees should be affable in addition 
to possessing a knowledge of shoes. 
Their duties should be clearly defined 
and they should be fairly compensat- 
ed for the duties they perform. They 
should be made to understand that 
they are to give service. This word 











_ quainted with each other. 


lay aside the further consideration 
of all questions of organization and 
take a half hour to get better ac- 


Some of 
the members of this new association 
have met this evening for the first 
time. After this social half hour, 
this meeting will stand adjourned 
until one month from tonight, when 
we shall meet together again in this 
room to adopt a constitution and 
elect officers. To assist in making 
tonight’s occasion a pleasant one, 
and for the sake of securing an at- 
mosphere of greater cordiality and 
friendliness, the committee has pre- 
pared a buffet luncheon for our 
delectation.” 

At a signal the curtains at the far 
end of the room were drawn back, 
and the luncheon table was revealed. 

‘Gentlemen, partake.” 

The committee broke the gather- 
ing up into little groups and steered 
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“service” has been much used but 
not enough interpreted into action. 

The shoes should be well displayed 
or advertised. How many shoes have 
been sold via store windows or 
interior displays! And how much 
advertising can do if used proper- 
ly! The McJunkin Company offers 
good advice when it says, “Good ad- 
vertising is the expression in print 
of a sales plan that works in prac- 
tice.” In other words, advertising 
alone is not a do-all or cure-all. 

When a store is ready to adver- 
tise, it should make a plan and fol- 
low it. Too many stores are using 
haphazard methods,—untimely copy, 
poorly written copy, too much or too 
little space, wrong media, and so on. 
In too many stores adyertising re- 
ceives attention when the proprietor 
has nothing else to do. It would be 
interesting to know how much copy 
is written in the few minutes before 
the newspaper forms close. A hurried 
job is usually a poor one. All ad- 
vertising should be checked for re- 
sults in order that the policy may 
be altered as wise. 

It is somewhat easy to generalize 
on’ principles that may help to make 
a store successful. It is difficult to 
be specific for every store but any 
dealer can probably find methods 
peculiar to his own situation that 
may help him to cut expenses or in- 
crease sales. Obviously, if there is 
something basically wrong, such as 
poor location, other factors may not 
be strong enough to overcome the 
weakness. But every dealer should 
work every possibility before -he 
throws up the sponge. He should 
stop his attention to competitors, 


them toward the table. After being 
served, the men sat down or stood 
about by twos and threes, chatting 
genially together. The hour grew 
late before the first move to depart. 
And several men reluctantly broke 
away, noting the lateness of the 
hour with surprise. 

“Trenton, this has been a great 
night,” remarked Stratton to the 
secretary. 

And Fred Reaves, who runs a 
little family shoe store way out on 
the north side of the city, a quiet 
man but a good listener, said to his 
wife when he reached home: 

“That was a mighty fine gather- 
ing of shoe men tonight. We 
haven’t a very big business, Mary; 
but our business will grow as this 
suburb grows, and as we learn how 
to increase our trade. I shall cer- 
tainly attend every meeting of this 
association. 
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The Named Shoe—Shall I Put It 
In My Stock? 


facturer to take away from you 


UESTION: “Is it wise to build 
up a business for some manu- 
at will?” 


Let’s view this subject from vari- 


ous angles. It looks like a 50/50 
proposition to a-neutral observer— 
the writer. The manufacturer helps 
to establish the business by causing 
people to want the shoes. His ad- 
vertising has done that in advance. 
He has practically furnished a house 
for the dealer to move into. 

As stated in a previous article, an 
exclusive agency is an asset of value 
to the dealer and to the manufac- 
turer. It has cost the manufacturer 
real money to establish that agency. 
When he forms a connection with a 
reputable dealer he has created some- 
thing of great value for himself 
after the expenditure of consider- 
able money. 

Why should the manufacturer 
“take away” the agency, thereby de- 
liberately destroying something he 
has painstakingly created? The 
dealer is a highly important factor— 
an exceedingly valuable factor—to 
the success of the agency. His meth- 
od of handling the line, his local 
standing, all are invaluable. The ex- 
clusive agency is a sort of partner- 
ship, a working arrangement, by 
which both parties profit. It is a 
mutual interest that binds both to a 
common cause. 

~Jt is an unnatural father who de- 
stroys his own child. 


The manufacturer who destroys 
an agency—‘“takes it away” from a 
dealer—is unnatural. He who does 
such a thing is not right in the head 
and heart. 

What kind of a manufacturer is it 
that takes the agency away from a 
good dealer? Why does he do it? It 
is easy to find out. The records of 
manufacturers in dealing with 
agencies is an open book. Informa- 
tion is easily obtained these days. 
Any manufacturer who has a bad 
record of unfair dealing may be 
eliminated from this discussion. 


Remember we are dealing with 
average people in this article and 
it is my opinion that the average 
manufacturer is a square shooter. 
He can see through a ladder and 
knows that fair and square meth- 
ods are the best. Even though he 
be naturally inclined to sharp prac- 
tice he cannot afford it. There are 
very few sharp shooters in the 
business. It is easy to find them 
and to put the Indian sign on them. 


HERE are two classes responsi- 
ble for all the animosities and 
bickerings that go on in the trade. 
One is the dealer who never under 
any conditions plays the game ac- 
cording to the rules. The other is 
the manufacturer who is devoid of 
all business integrity. Thank for- 
tune they grow fewer each year. 
In this discussion let us take a look 


at a few instances of taking an 
agency away from a dealer. How 
many do you know? Do you really 
know of one, or have you accepted 
some other fellow’s say? 


ERE is a fair example: A dealer 
who does not believe in adver- 
tised lines but is afraid he will miss 
out by not handling at least one shoe. 
He secures the agency and in a half- 
hearted way begins to handle the 
shoe—in limited quantities. He has 
insufficient sizes and widths. He 
puts the shoe in the background and 
fails to feature it. He is afraid to 
push it and afraid not to push it. 
He doesn’t know why but he is 
scared of something. The shoe 
really suffers at his hands. Is the 
manufacturer justified in taking it 
away from him? I think so, TOO. 
Another dealer, the dog-in-the- 
manger type, secures the exclusive 
agency for every line he can possibly 
obtain. He does that to keep the 
other merchants in his town from 
getting them. He does not handle 
any of them in a representative 
manner. It is not, never was, his 
intention to do so. Not only does he 
selfishly do an injustice to other mer- 
chants, he is unfair to a lot of excel- 
lent manufacturers. 

Would you weep a lot to see those 
lines taken away from him? Neither 
would I. 

Then there is the manufacturer 


[CONTINUED ON PAGE 52} 
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Mr. Taylor found that Miss Manhattan was perfectly fitted in pumps 


Pump Lasts Must Fit Snug 


By EDRIC R. TAYLOR 


effects the most important item 

of the shoe is the last on which 
it is built. Last making has reached 
a degree of perfection heretofore not 
thought possible. We have developed 
the back part of the pump so that 
the girl can stand absolutely on her 
toes, without a sign of gaping in the 
shoe. 

We now make the wood of the 
last so that pumps are made absolute- 
ly perfect fitters, without the use of 
the leather increasers at the factory 
stuck in at the throat, to give the 
right hug to the foot. 

The cones of all the new lasts are 
very thin, with hollow sides. The 
heel seat has been rounded out so 
that the heel hugs right in with the 
counter, preventing any slipping 
whatsoever. In the old pump lasts 
the heels used to slip, chafing the 
feet, which often necessitated suede 
heel huggers, but this has all been 
eliminated by the scientific develop- 
ment of the last. 


|: a season of pumps and pump 


The outside of the last with its 
cuboid features has been well round- 
ed so that there is a hug and a grip 
to the sides of the last that never 
was possible before. 

In the pump last the heels are 
growing higher, shoes being made 
that carry heels as high as 22/8, but 
these are not generally practical. A 
prevailing pump height is about 
18/8, while there will be some lasts 
with 19/8 and 20/8 heels. The real 
volume will be done in the 14/8 heel. 

A merchant shouldn’t think of buy- 
ing pumps unless they are made on 
pump lasts. It is folly for him to 
buy pumps developed on ordinary 
combination lasts. The new perfect 
pump last will take straps, step-ins, 
gore fronts, etc., and fit far better 
than the ordinary combination last. 

If you want to make a test of the 
pump last, have the model stand on 
her toes and the side lines of the 
pump should hug closely when she 
is on her toes. If they gap—don’t 
buy them. 

[CONTINUED ON PAGE 53] 
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What Children Will Wear 


Survey of Styles Made by Retail Merchants 
for the N. S. R. A. Report 


IDDIES today are growing up 

with beautiful things in mind, 
regardless of cost—wanting what 
they want at the proper time. They 
seem to have a well defined style 
sense and grasp the newer things 
more quickly than adults. Children’s 
business today has developed into a 
style factor and lots of stress is 
put on the planning of children’s 


-shoes. The next important items are 


leathers. Elkskin is the most ser- 
viceable leather from the stand 
point of real service and comfort 
combined with flexible soles so that 


every muscle of the foot is brought 
into action with every step, giving 
strength and development which is 
so important for the growing foot. 

Growing girls’ shoes should be 
given careful consideration. While, 
of course, this department foliows 
the women’s styles very closely, the 
great danger is that many women’s 
lines are being sold for growing 
girls, which should be the reverse and 
should follow the misses’ rather than 
following the women’s too closely. 
The average growing girl has a 
very narrow heel and should be 


brought over growing girls’ lasts. 
* Misses’ shoes should start with 
heels from size 13 up to 2 not higher 
than 5/8. 

Boys today follow the men’s styles 
very closely and it is surprising to 
note that the average ‘boy today 
wants manly looking shoes made over 
the so-called balloon types of lasts. 
Just as soon as a new style appears 
in men’s it should immediately be 
translated into the boys’ sizes. This, 
of course, holds true of the little 
gents’ sizes which are the smaller 
end of the boys’ run. 





FOR SCHOOL WEAR 





NAME AND ADDRESS 


Patterns Patterns 
for Growing Girls for Misses and Children 


Leathers Leathers 
for Growing Girls for Misses and Children 





WM. EASTWOOD & SON CO., 
- Rochester, N. Y. 


P mney Oxfords, 


One Straps, 
Step Ins, Fancy One Straps 


Tan and Smoke Elk, 


Patent, 
Black and Tan Grain 


Tan Calf, 
Black Grain 











PITTS SHOE CO., 
Columbus, Ohio 
L. J. Bergman 


Novelty Oxfords Novelty Oxfords 
and Straps and Straps 


Calf, Elk and Calf, Elk and 
Patents Patents 








BYCK BROS., 
Louisville, 
T. G. Wright 


Oxfords and In 
oro 


Oxfords, Straps, 
Pumps 


Patents 


Gun Calf Elk and Patents, Elk and 
Tan Calf Tan Calf 








The B. & M., Inc., 
Peoria, Iil. 
W. H. Fetzer 


No. 3 Straps 
No. 2 Oxfords 


Straps, Oxfords, 
No3 ‘Go Models Gores 


No. 1 Patent 
No. 2 Col. Elks 


Patent Colored Elks, 
No. 3 Tan Calf Tan Calf 








JOE HART, 
Helena, Ark. 


Boots, Oxfords 


Oxfords 
Straps 


Straps 


Kid, Ome A 


Calf, _ 
Pate: Paten 





W. J. CLARK, 
Plainfield, N. J. 


B-Bye Ties 


1 and 3-E 
Stenps om 


Tan and Smoked Elk with | Tan and Smoked ~~. 
Dark Trim. Shield Tips [with Dark Trimmed Lea 
and Soft Boxes er Soles for oes 





STONE SHOE CO., 
C. K. Taylor, 
Cleveland 


3- to 4-Eye Ties and and Oxfords, 
Oxfords Boots 


3- to 4-Eye Ties 


Few 


ight Tan Calf and 


Light Tan Calf and 
ight Color Elk 


tt Color Elk 











GUS BLASS CO., 
A. K. Col ’ 
Little Rock, Ark. 


Pumps, Straps, 
Oxfords, 


Straps, 
Some Crepe Soles Oxfords 


Patent, 


Patent, 
Tan Russia 


Tan Russia 








H. E. ACKERMAN, 
Washington, D. C. 


Pumps, Gore Boots, Oxfords, Straps, 
ps, Straps Gore Pumps, 
Eh Poses Moccasins 


Nor. Calf, Patents, 
Cult, Smoked and Tan Elk 


Patent, Rucia 





W. J. COLTMAN, 
Idaho Falls, Idaho 


Oxfords and Straps Mostly Oxfords 


Patent Calf, 


Patent, 
Little Kid 


Satin Calf 








J. LANGLEY, 
Saint Paul 


Lace Oxfords, 


Ties, Lacé Oxfords 
Gore Effects 


and High Shoes 


Colored Calf and Elk, Colored Elk 
‘Black Calf 





CHESTER HEROLD, 
San Jose, Calif. 


Welt Oxfords, 


aie ney Some Welt Straps. 
ie 
Southern Ties 


Southern Ties 


Black and Tan Calf, Black and Tan Calf, 
Patent Patent 








J. T. WILLIAMS, 
Rochester, Minn. 


Pumps and Oxfords Straps and Oxfords 


60% Calf, 


70% Patent 
40% Patent 30% Calf 





GERHART SHOE CO., 
Bloomington, Ill. 


—_ Straps and Gores 


Patent, 


Patent and 
Satin Tan Calf 





LOUIS SCHEUER, 
Berryville, Va. 


Bal. and Blucher 
Bal. and Blucher Oxfords, 
Oxfords 2-Strap Pumps 


Calf Light Weight Calf 





F. A. MOORE, 
Exeter. N. H. 











Tan and Black Calf, 
Tan Elk 








“30% Boots. Boots 
Boots 0% Oxfords 
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How Chairman Maurice Yoskins lays out a child’s footwear outfit. 
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Boys’ and 


NAME AND ADDRESS 











































































Patterns Leathers Patterns Leathers Growing Girls’ Youths’ 
Low Cut High | Smoke and Tan ra Pumps, Opera, One Straps 
Shoes and " ore Pumps, Black Suede, with Cut Outs Patent and WM. EASTWOOD & SON CO., 
Brogue Tan Grain Narrow Patent, or Small Black Calf Rochester, N. Y. 
Oxfords Calf One-Straps Black Satin Buckles Oxfords J. B. Bennett 
Stra) PITTS SHOE CO. 
Oxfords Elk Straps Patents, an 75% Oxfords Columbus, Ohio 
and Sandals Few Whites Pumps 25% Boots L. J. Bergman 
Moccasins Elk Pumps and Straps, Patents Oxfords, BYCK BROS., 
and and Plain and Fancy Patents an as Louisville, Ky. 
Oxfords Tan Calf Stitching Satin Men's Styles T. G. Wright 
No. 1 Ge =o No. 1 Patents, No. 1 Buckled | Plain Toe Patent The B. & M., Inc., 
No. 1 2-Eye Ties, No. 1 Elk No. 2 No. 2 Satin, Gore Pumps, and Dull Calf Peoria, Ill. 
No. 2 Oxfords No. 2 Calf No. 3 Onfonds No. 3 Glazed Kid No. 2 Straps Oxfords W. H. Fetzer 
Oxfords, Stepins, Patents, Satins, Calf, Kid, Patent 
Straps Biack Calf, Gores, Satins, Patents, Oxfords JOE HART, 
Straps Kid Velvets and Shoes Helena, Ark. 





Tan, Smoke 














































































































Oxfords and 2 Smoked l- and 2-Strap White Kid White Kid Patent and Tan 
Strap Barefoot Elk and ps and and and Oxfords, all on W. J CLARE 
Sandals Brown 3-Eye Ties Patent Patent Orthopedic Lasts Plainfield, N. J. 
Sandals Shield Light Pum Patent STONE SHOE CO. 
Tip and Moccasin ond Dank 1- and 2-Straps Patent, ws and Calf C. K. Taylor, 
type Oxfords Elk Gore Pumps Few Satins Straps Oxfords Cleveland 
Patent, Smoke Pompe _ Oxfords GUS BLASS CO., 
Straps, Elk, Tan Elk, and aD Patent, in Tan and A. en, 
Oxfords Combinations Straps Satin Combinations Little Rock, Ark. 
Moccasins, High | Smoked and Tan Strap. Patents Patents, Black |Gun Metal Boots, H. E. ACKERMAN, 
and Low Boots, | Elk, Nor. Calf, and Plain ani Satin and Silver Patent Washington, D. C. 
Oxfords Russia ps White Kid ps Oxfords 
Black Patent Black 
Mostly and Brown Straps and Satin and Brown W. J. COLTMAN, 
Skuffers Calf Kid Oxfords Idaho Falls, Idaho 


















































Oxfords Elk Patent . 
and and Pliable Straps and Straps J. Lae. 
High Shoes Calf Black Satin and Regents Saint Paul 
Two-Tone Dark Smoke, Log 2 Turn Black 
Oxfords Cabin Calf and an Patent Type Calf CHESTER HEROLD, 
and Straps Elk Oxfords Straps Oxfords San Jose, Calif. 





























Patent 











J. T. WILLIAMS, 












= igh ee ore Oxfords Rochester, Mi 

01 o. tent traps or G. G. ter, nn. 
ords Some Kid 

Moccasin, Blu- Pumps Patent Patent Patent GERHART SHOE CO., 

cher, Oxf Elk and Gores and Satin or Satin Oxfords Bloomington, III. 














One- and Two- 


Patent 


Soft Box Black 
and Tan Bal 





LOUIS SCHEUER, 
Berryville, Va. 




















Patent 

















Patent 
Oxfords 





F. A. MOORE, 
Exeter, N. H. 
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FOR SCHOOL WEAR 


























Patterns Patterns Leathers Leathers 
for Growing for Misses and Children for Growing Firls for Misses and Children 
GEO. E. PIERCE, Jr. Heavy Brogue Heavy Oxf. Tan Grai 
Providence, R. I. Type Oxfords en Boows” Tan Grains and Russias 
W. O. KIRTLAND, No. 1 Tan Calf No. 1 Coffee Elk 
Northampton, Mase. No. 1 One Straps No. 1 Straps No. 2 Black Calf No, 2 Brown Calf 
No. 2 Oxfords No. 2 Oxfords No. 3 Brown Elk No. 3 Black Calf 
Straps Pumps Tan Calf Tan Calf 
WM. STORCH, if, Oxfords 30%, Oxford 25% Patent 28 Patent 
Newark, N. J. Shoes Shoes ee Calf ere Calf 
J. H. WISE, Gores Dixie Patent, Some Dull and Patent, Dull 7 
Akron, Ohic Sone Dine Tes oe “Tan Calf Tan Calf" 
J. M. KELLY, Boots Boots 75% Tan Calf Russia and G 
North Adams, Mass. 60% Ontos 30% Onfonts Black Calf “<a 
PB & a -- Straps Patent Tan Calf and Calf and 
ae : T Elk 
Binghamton, N. Y. Oxfords Elk Combination “Combination 
J. L. PATTON. Straps, Straps, Tan Calf, Tan Calf, 
Schenectady, N. Y. Oxfords Oxfords Elk “Elk 





A. S. RUBEL, 
Corinth, Mass. 


snes 


Patent and Smooth Patent and Smooth 
Calf Calf 

















KOHLS SHOE COoO., Cut Out Lace and Straps and Tan, Paten Tan, Pat 
Yakima, Wash. Cut Oute Some Bik” Some Elk” 
J. AMEY, - Medium Tan and 
St. Johnsbury, Vt. One Strap Two Strap Black Calf Medium Tan 
A. R. MANDEVILLE, Straps, Straps, Tan Calf 
Trenton, N. J. Oxfords Oxfords Patent Tan and Patent 
H. E. FONTIUS, Oxfords, Oxfords, Tan Calf, 
Denver Few Straps Straps Patent Tan and Patent 









JACK VEAX, 
Washington, D. C. 






Brogue Oxfords 
and Straps 


Plain Oxfords 
and Straps 












Tan Calf 


. Patent, Tan, 
Patent Black Calf 


Pigoat, Tan Calf 





HULLE BROS. CO., 
Cleveland 


3-Eye Ties 


Instep Stra 
and Oxfords and Oxfords 





Patent, Tan Elk, Patent, Tan Elk, 
Tan Calf Tan Calf 

















Tan Calf Oxfords, 

H. M. & R. SHOE CO., Tan Calf Oxfords, Patent Slippers, Medium Tan, Med. Tan 

Toledo Patent Slippers Few Lace Shoes Not Too Light 
HARRISON BROS., 40% Oxfords, 50% Straps,| 30% Blucher and Bal 40% Tan Calf £0%e Tan Calf 
East Orange, N. J. 10% Small Buckles, ts 35% Patent, goes 30% Patent 15% Elk, 
Colonials 45% Oxtords, 25% Straps| Suede, 18% Mise. 15% Mise. 
WESCHLER CO., Inc., Concealed Gores, Concealed Gores, Tan Calf, Ton Calf, 
Erie, Pa. Straps, Oxfords Straps, Oxfords Patent Patent 
BYCK BROS., Ties, Pumps, Ties, Pumps, Patents, Tans, 
A . Ga. Straps, Oxfords Straps, Oxfords Elks, Few Satins Elks, Tans, Blacks 




















The Named Shoe 


[CONTINUED FROM PAGE 48] 


who sees an opportunity of gaining 
a few dollars by arbitrarily switch- 
ing an agency from one dealer to 
another. There are few of this type. 
We hear of but little of such practice 
these days. . Such men are well known 
for their deeds, and “by their deeds 
ye shall know them.” In every case 
the deed has followed the guilty party 
like Nemesis. There is one fellow I 
know who would give a thousand 
or two dollars to undo an act of that 
kind. 

There is an exclusive agency in a 
Middle Western town that has been 
in the hands of one dealer for more 
than 25 years. He has grown old 
and lost his pep. He should retire 
but will not as long as he can walk. 


The manufacturer has been ap- 
proached many times by other deal- 
ers in that town asking for the line. 
“Take it away from that old bird 
and give it to a live one” is the plea. 
The manufacturer has but one 


answer. “That merchant has been 
loyal to this house for many years. 
We will stay by him to the end.” 
Pretty fine, isn’t it? 

Once more return with me to the 
topic: “Is it wise to build up a 
business for some manufacturer to 
take away from you at will?” 

Can he take it away from you? I 
mean the business you build up. He 
may take his shoes away from you, 
yes, if he is that kind of fellow. 
But he will have a hard time taking 
away that good will you have estab- 
lished, that wonderful asset you have 
created through square dealing and 
honest service to your trade. 





If you have played the game ac- 
cording to the rules and “toted fair’ 
with the manufacturer, and he is un- 
wise enough, unfair enough to take 
his line out of your store, don’t let 
that distress you. There is another 
manufacturer or two with an eye on 
you. One or both are just as keen 
as can be to get your business. And 
there are many fine advertised lines 
available. New ones coming along 
all the time. 

Which is in the stronger position 
in your town, you or the far-away 
manufacturer? You are the personal 
factor. He is only a phantom. Peo- 
ple know you. They have only heard 
of him. 

You are the authority on style and 
quality. Your trade have come to 
know you as a man whose word is 
good. Your advertising is accepted 
at face value. You are one of the 
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Patterns Leathers Patterns 


Boys’ and 
Youths’ 


Leathers Growing Girls’ 


NAME AND ADDRESS 





Moccasins and 

Bluchers, Flexi- 

ble Welts, High 
and Low 


Tan and 
Brown 


Elk 


80% reeey 
8 
"10% Ontonds 


Patent 


Patent, 
Wide Toe 
Oxfords 


Straps 
and Step Ins 


GEO. E. PIERCE, Jr., 
Providence, R. I. 





Elks, Smoke 
and 
Tan 


Moccasins No. 1 Straps, 
No. 2 Gores 


Patent, 
Dull Calf, 
White Calf 


Patent Oxford for 
Dress. Gun and 
Tan General Wear 


W. O. KIRTLAND, 
Northampton, Mass. 





60% Blucher, 


40% Blucher Tan Calf, 
Oxfords Elk 


WM. STORCH, 
Newark, N. J. 





Mostl: Straps, 
Tan Elk Pumps 


Oxfords and 
Patent Golf Sox 


J. H. WISE, 
Akron, Ohio 





Tan Calf, 1- and 2-Strap 
Few Gun Metal Pumps 


Patent, 


Ti 
Few Satins Patent Oxfords 


and Plain Toe 


J. M. KELLY, 
North Adams, Mass. 





I 
2 wes 
Straps 


Tan Calf Ox- 
Some 


Patent 
and fords. 
Satin Black 


Sortie Sey 
trange : 
Binghamton, N. Y. 





Moccasins Straps 


Patent, Black 
Straps Oxfords 


J. L. PATTON 
Schenectady, N. ¥. 





Oxfords, Mocca- 
sins, Blucher 
and Lace 


Buckle Pumps, 
Straps, 


Patent, Same as 


Satin 


A. S. RUBEL, 
Corinth, Miss. 





Strap 
and Tongue 


Oxfords, 
Pumps 


Sandals 


Straps, 


i 


KOHLS SHOE CoO., 
Yakima, Wash. 





One Strap 
and Moccasins 


Two-Strap 


J. AMEY, 
St. Johnsbury, Vt. 





Oxfords, More Straps 
Plain Toes and Pumps 


A. R. MANDEVILLE, 
Trenton, N. J. 





Oxfords 


Mostly 
and Bals 


Pumps, 
Elk Straps 


H. E. FONTIUS, 
Denver 





Es 


Shoes 


Tan. 
Brown 
Tan Calf 


JACK VEAX, 
Washington, D. C. 





Tan Elk, Smoked 
Elk Soles. 


and Flexible — 
Soles 


HULLE BROS. CO., 
Cleveland 





Brown Calf 
or Elk 


= 


H. M. & R. SHOE CO., 
Toledo 





Tan and Straps with 
Cut Outs, 
Colonials 


Tan Calf 


fords, 


niper and i 
Soles 


Patent, Black 
and wo 


Dull Calf and 
Patent, Plain Toe 
Oxfords ~ 


HARRISON BROS., 
East Orange, N. J. 





Smoke and Tan and 
Elk, Patent Pn 


Oxfords 


Patent 


Black and Tan 
and Satin Oxfords 


WESCHLER CO., Inc., 
Erie, Pa. 








D’Orsays, Buckle 
Straps, Sandals Tans Pumps, Straps 








. | D’Orsays Buckle 
Pumps, Straps 











BYCK BROS., 
Atlanta, Ga. 








leading business men of the town. 
Why let a shadow worry you? If 
you have worked hard to build up a 
business on any certain shoe and 
some manufacturer is blind enough 
to hand the agency over to some other 
dealer because he thinks he will get 
a few more pairs out of it, why, let 
him go right to it. Get another line 
just as good and paddle right along. 

But I am thinking the questioner 
has been listening to ghost stories, 
maybe only fairy tales. A strict and 
diligent search among all the reput- 
able manufacturers of the United 
States will disclose scarcely one in- 
stance of unfairness to a dealer in 
the matter of exclusive agency. 


q occ poner “Why should I 
8 my g money to adver- 
tise some one else’s shoes?” 


Pump Lasts Must 
Fit Snug 


[CONTINUED FROM PAGE 49] 


I have brought into consultation on 
this subject of lasts a foremost pat- 
tern man, Harry J. Kenerson of the 
United Shoe Pattern Company, Lynn, 
Mass., in view of the importance of 
this subject. He states that the sub- 
ject of pump effects confuses even ex- 
perts. He is going to show the 
genuine Opera, Regent, D’Orsay, 


‘saddle pump and gore control pump. 


While pumps are the shoe of the 
hour, there is no question but what 
the strap treatments, not so much the 
old style ideas, but newer and lighter 
effects in both one and two straps, 
high on the foot, both underlaid and 

in combination and en- 
semble ideas will be good. 


Tongue Pumps Popular 


Haverhill shoe manufacturers say 
the tongue pump is a popular pat- 
tern at present and that many mer- 
chants are ordering this style for 
immediate deliveries. It is worked 
out in various combinations of light 
and dark leathers, for instance in a 
light tan Russia appliqued with a 
darker shade. This pump carries 
an ornament and is a smart, snappy 
number. Another pattern which 
these manufacturers believe will 
make a good showing for the com- 
ing season is the tongueless oxford. 
This pattern is distinguished by the 
high, narrow heel, along the lines 
of Parisian footwear, representing 
the utmost of daintiness in women’s 
shoes. 
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Recorder Display Windows 


ef ELLO BILL! Who’s the 

jane you’ve got behind the 

screen in your store win- 

dow? Bet your wife don’t 

know you’ve got her hid- 

ing there.” And various other re- 

marks of a light and kidding nature 

will be made to “Bill” the shoe mer- 

chant when he gives his public a 

window similar to the one above. 

He must be ready, able and willing 

to stand the joshing that goes with 

this window display. But by that 

joshing he will know that his win- 

dow does attract and that his shoes 

are advertised. Every josh is a 
boost. 

This display is easy to arrange and 

inexpensive. The properties are few. 

One screen, dark enough to set off 


the underthings, one pair of stock- 
ings, one pair of garters, bloomers, 
an undervest and one pair of shoes. 

Women’s shoes and underthings 
are so alive with color tones that that 
alone will attract and by changing 
the shoes and underthings every few 
hours he gives action to his setting. 

The end picture shows what could 
be done with a wax model—or a live 
one—if the action of the show needs 
more jazz. 


UCKLES—buckles—buckles. 
Handsome and intricate of 
design and color, they are 
sure to fascinate. 

On a black velvet floor cloth, or 
one of contrasting color, make a 
butterfly in colors, from your stock 




















of buckles, similar to the one pat- 
terned in the sketch. The body of the 
butterfly should be darker in tone 
than the wings. The eyes can snap 
with red, the antenna to be of narrow 
buckles can end in oval buckles of 
gold or green. Pink or red would be 
best all around the outer edge of the 
wings, with spots of color on the 
wings, which can be made from the 
popular silver buckles. 

Around this sparkling. butterfly 
place a few pairs of slippers and 
pumps with buckles attached. 

Sketches at each side of the butter- 
fly show other forms for buckle dis- 
play. One, a woman’s slipper much 
larger than actual can be made with 
buckles. The other sketch depicts 
lettering made with buckles. 
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New Ideas Easy to Achieve 


ITH a pair of shoes the mer- 
chant should sell many of 
the things that go with 
that pair. They are the 
shoes’ associates. Shoe 

trees, hosiery, buckles, shoe horns, 
laces, ties, heels, cleaning prepara- 
tions dressings foot powders etc. 

Lots of folks have minds only on 
the shoes they are buying and it is 
up to the merchant to tactfully plant 
in those minds the fact that his store 
has a full line of superior quality 
accessories to footwear. 

Before folks get into his store he 
must let them know he carries these 
helps to shoes. He must noise it to 
the people through his show windows 
and on the inside of his store he 
must back his window displays by 





filled cases and cabinets in prominent 
positions. 

Three sketches illustrate unit 
showings of a pair of shoes and 
“what goes with ’em.” 

One pair of shoes—women’s or 
men’s—in the center of a circular 
group of things to be used with the 
shoes shown. This circle can be 
made up of one of each article or, 
to accentuate the size of the stock 
carried, many of each. 


ey INTER is alongside and if 
A some of the weather sharks 
have the right dope it 

will be a Tough Winter. 
Whether or not they are 

right the merchant should keep tell- 
ing folks that when snow is on the 


ground it is essential that the feet 
be protected with proper footwear. 

Build with cloth or canvas a slight- 
ly uneven surface over your window 
flooring and let the camouflage snow 
fall upon this surface. Then from 
one corner of your window, the one 
farthest from your store entrance, 
make tracks of shoes such as one 
would make in walking and have 
these tracks lead up to a single pair 
of shoes. Make these tracks go in 
the direction of your store door, not 
away from it. 

Against your backwall you can 
have the snow rise as up an incline 
and here other Winter shoes can be 
shown if the merchant feels that the 
one pair at the end of the tracks will 
not be enough for his purpose. 
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When you are fish- 
ing for an idea— 
look in the RE- 
CORDER. 


The only styles in 
pumps not tried 
this season. 
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Just After Thanksgiving 


Comes the November 28th Recorder 


Service Is Greater Than Price 

A story by a foremost economic authority 

indicates that the merchant who sticks to 

his business 100 per cent, devotes his efforts 

to finding out what the public wants, and 

then securing for that public the best quality 
at the lowest possible price. 
* * * 


A Footwear Fashion Axiom 


On strap effects wear smart slides. On 
opera pumps wear large buckles. (Illus- 
trated.) 


A Studio Shoe Shop 


How Morris Vogel of San Francisco capi- 
valizes his originality and skill as a designer. 


* * * 


The Recorder Show Window 


Our ambition is to make the shoe mer- 
chant’s window his greatest and most eco- 
nomic publicity medium. He can translate 
RECORDER window ideas, be his store small 
or large, and will make money on them. 
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You Get Actual Experience Stories in Every Issue 
of the Boot and Shoe Recorder 


will always remain true that actual experience in the store should be the main founda- 

tion of a mercantile education. But to say that a young man (or an old one, for that 

matter) cannot learn much from the printed page is to echo the stupid, back-number 
farmer’s bucolic sniff against “book |’arnin’,” as he called it. Why, even the farmers today 
are great readers of the journalism of their business; and when a single State (as did Iowa) 
can point clearly to the sum of $10,000,000 a year gained through the introduction of better 
methods of cultivating a single crop, it is not surprising that they do read, and follow up 
scientific demonstration by practical application. You learn better practices of shoe mer- 
chandising in every issue of the BOOT AND SHOE RECORDER. 
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Broadcasting 
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A National Meeting Place, for Merchants to Communicate One with 
Another, to Voice Opinions, to Seek Information and 


57 







to Feel Perfect Freedom of Expression 


L. GOODMAN of the Good- 
man & Neill Clothing Co., 
Greeley, Colo., asks for mer- 
chants’ opinions on how to best serve 
a customer who is troubled with soft 
corns and is unable to get any relief, 
no matter how wide or how large the 
shoes are, unless they contain a 
cushion sole. We would be appre- 
ciative of a definite suggestion as to 
what to do in the case and what type 
of shoe would best fit and serve that 
customer. 


R. FISHER of the A. C. Law- 
- rence Leather Co., writes: “I 
was very interested this week in 
learning of an incident relating to 
the purchase of a pair of patent 
leather shoes by one of our men. 
He visited a retailer during some 
of the snappy weather we have been 
having lately, and as the clerk took 
the patent leather shoe out of the 
box and started immediately to put 
it on his foot he asked the clerk if 
he was not going to warm the shoe 
first. The clerk declared that was 
not their practice, put on the shoe, 
and it promptly developed some cold 
cr, 

“The same thing was done with 
another pair, with consequent dis- 
satisfaction to the retailer and a 
claim and loss on the manufacturer. 

“Different makes of patent leather 
are not equally susceptible to cold, 
but it is a very simple precaution 
for the retail clerk to warm the shoe 
a bit first by holding and rubbing it 
with the palm of his hand before 
trying on. This is the practice in 


intelligently operated retail shops. 
“In the interest of good merchan- 

dising, thought you might like to 

have this drawn to your attention, 





and I cannot help adding that I have 
no axe to grind, as I know that our 
patent leather is as little susceptible 
to cold as any made.” 


HIRSCHMAN of the Hirsch- 
- man Shoe Co. Salt Lake 
City, Utah, and also serving 
the Retail Merchants’ Bureau of 
Salt Lake City, wired in for all pos- 
sible information that would combat 
house-to-house selling. It is the in- 
tention of the Chamber of Com- 
merce of Salt Lake City to run in 
November and December a series of 
advertisements combating house-to- 
house peddling. Another compaign 
will be conducted in the spring. 
Many merchants throughout the 
country who have been instrumental 
in stopping or minimizing house-to- 
house selling are asked to send to 
Mr. Hirschman every possible help, 
and particularly publicity matter 
that has been effectively used. 


S. MCFARLINE of the Regal 
« Shoe Co., Fiftieth Street and 
Broadway, New York City, writes: 
“When is a shoe sold right? When 
should the shoe seller’s responsibility 
end in a retail sale to a customer? 
“What is the consensus of opinion 
regarding T.O.’s?—turning a cus- 
tomer over from salesman to sales- 
man, or a regularly assigned turn- 
over man. Is the practice increas- 
ing or decreasing?” 
Queried the big buyer: What is 
the actual difference in measure- 


‘ment between one-half size longer 


and one width narrower? Please 
give us definite figures on this sub- 
ject, as we send out around 1000 
pairs of shoes daily. Please give 
us an authentic case showing ac- 


tual manufacturers’ measurements. 

The answer was given after con- 
sulting an authority on last meas- 
urements. It is as follows: 

The question asked by you is one 
that is very much confused and mis- 
understood by many fitters of feet 
the country over. The general im- 
pression is that the ball, waist and 
instep of size 7D and 742C are one 
and the same. They are not the 
same, but 744C is the best substi- 
tute you have to offer for size 7D. 
Following are the standard meas- 
urements, ball, waist and instep, for 
both sizes, 7D and 744C: 


7D 7T42C 
PS Se 86/8 85/8 
Waist ..... 85/8 8 4/8 
Instep .... 91/8 9 


Note that the measurements in 
size 744C are just one-eighth of an 
inch under 7D in all three important 
points—ball, waist and instep. If 
you will note size 8C, you will ob- 
serve that the same ball, waist and 
instep measurements exist as in size 
7D. Following is a list of sizes and 
widths which will give you the same 
ball, waist and instep measurements 
as in 7D: 

5EE, 6E, 7D, 8C, 9B, 10A and 
11AA. 

The measurements quoted here 
are all standard. 

You: are correct in assuming in 
another paragraph of your letter 
that there is one-sixth of an inch 
difference in length between half 
sizes, three whole sizes to the inch, 
one-third of an inch to a size, one- 
sixth of an inch to a half size. Re- 
member that in grading a run of 
widths, standard measurements, 
size 7E is longer than size 7AA. 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 


November 21, .1925 














Do the Crabs Meet in 


Your Store? 


rear of the store. There 
was a lull in business and the sales 
force seemed to have nothing to do 
other than to assemble in little 
groups and talk. The group known 
as “The Crabs” to the others of the 
store were “going strong” this par- 
ticular morning. They had as their 
topic “The Boss and His Fool Way 
of Conducting the Business.” One 
declared that he had worked in a lot 
of shoe stores, but this was the 


66 HE CRABS” were having 
their morning hate in the 














At the left are the crabs “chew- 

ing the fat”—for fair—the tall 

young goat has just been award- 
ed a halo by the boss. 


worst. It seemed’ to him that the 
“Old Man” was “plumb nutty.” An- 
other “Crab” remarked that the 
selection of styles was the poorest 
he had ever seen. Still another 
prophesied that the business was 
going ‘“‘on the rocks” because of the 
poor judgment of the “main guy.” 
Over and over, they “chewed the 
fat” until they had worked them- 
selves into a fine frenzy of dissatis- 
faction. 

The new salesman who had found 
something to do near the assemblage 
of malcontents listened to their dis- 


course until his “goat” left the 
reservation and he galloped “right 
spang” into the heart of the conven- 
tion. 

“Say, you fellows make me sick. 
Here you stand and knock until you 
get yourselves into a state of mind 
in which none of you are fit to meet 
a customer or to do the store jus- 
tice. Why don’t you quit if you 
don’t like your jobs? I don’t see 
any chains on any of you. The door 


“Tune In” with 
Opportunity! 
By James Edward Hungerford 
a it pays to “LISTEN 


To topics folks discuss, 
For “hints” are dropped, that 
help us WIN— 
Are een my friends, for 


Some people say that “talk is 
cheap,” 
But sometimes it comes HIGH, 
And we can often learn a HEAP 
From “talk” that we pass by! 


For words are GOLDEN, now and 


en, 
And most of those who win 
In this old world—the WISEST 


men— 
HEAR most, and “cash it in”! 
If we'll be wide-awake, and hark 
To what some “pass up cold,” 
Mayhap we'll hear a wise remark 
That’s worth its weight in 


gold! 
From mouths of fools oft WIS- 
DOM drips, 


*Twas said by some wise sage, 
As well as from the lisping lips 
Of babes of tender age! 
And te we'll wisely “LISTEN 


To what is said—and HEED, 
We'll hear a heap to help us win 
The things we want and need! 
All rights reserved. 


is wide open and any of you can 
walk out any time you want to. If 
I didn’t have any more loyalty to my 
employer than you guys have, I’d 
ask for my pay and get out of here 
darned quick. The boss may be a 
fool, but he owns this business. He 
pays you for your time whether you 
earn a nickel or not. And the fact 
that ‘he is the boss indicates to me 
that he is no fool. 

“How many shoe stores have any 
of you fellows owned? Every one 
of you has been kicking himself 
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Listening-in to hear and heed 
and win. 


around this town for years. You 
crab yourselves out of job after job. 
You get up such a grouch that you 
frown at customers and drive off 
trade. There is not a one of you 
that could run a shoe store, and you 
know it. If you could, you would 
be running one and not working for 
a salary. If any of you can select 
styles better than the boss, why 
aren’t you working as a buyer in 
some store instead of ‘grouching’ 
around here? For the love of Mike, 
get in line or get out.” 

One of the “Crabs” angrily re- 
plied: “Where do you get that stuff? 
You ain’t got no license to talk. 






























You. rookie! 





November 21, 1925 


Problem for November 


How Do You Memorize Your 
Stock So as to Prevent 
Accumulation of Odds 
and Ends? 


State in an article of not 
more than 250 words what you 
do to “clean ’em up” down to 
the last pair. 

Just as an expert card play- 
er must know, not only every 
card in his hand and its value 
to the whole pack in the game 
he is playing, but every card 
that has been played, so should 
the retail shoe salesman know 
every number of the stock he 
has to “play up” “today” and 
its value to the entire stock 
of the store—as well as every 
number that has been sold 
“yesterday,” and its value to 
the whole store’s stock. 

There must be no “fum- 
bling” when the customer 
comes into be fitted. 

Only men and women who 
are actually engaged in sell- 
ing shoes and hosiery at re- 
tail in shoe stores and depart- 
ments are eligible to enter this 
contest. 

We will award a cash prize 
of $10 for the best article on 
the above subject—$5 for the 
second best article. 

Send typewritten . manu- 
script, if possible, and have 
same reach The Editor of “The 
Retail Shoe Salesman,” Boot 
and Shoe Recorder, 207 South 
Street, Boston, Mass., so it will 
be received not later than 
Dec. 5. 

The winners will be an- 
nounced in this department of 
Dec. 19. 














































The foot must be able to func- 
tion 100 per cent 


You been in the shoe 
business a month and tell us where 
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to get off. What do you know about 
shoes? What do you know about 
styles? What do you know about 
anything, you poor sap?” 

The new salesman came back 
quietly but firmly: “I know I am a 
rookie. I know that I am not wise 
to all the ways of the shoe business. 
But I also know that the boss of this 
store is paying me money to repre- 
sent him on this floor and to sell 
the shoes he buys and puts on the 
shelves. And I know that I am go- 
ing to work for him honestly and 
earnestly and some day, I'll bet a 
dollar to a dime, I will have a better 
job than you ever had or ever hope 
to have. Why, you poor old ‘crab,’ 
you have had more different jobs 
than any shoe clerk in this town. 
You went on the road and made a 
failure. You got a job as buyer in 
a department store and fell down. 
You have never made good on any 
job you ever held in your life. The 
boss keeps you on here because he 
is sorry for you. He knows that 
you have a family to support and if 
he fired you, as he ought to, you 
would be starving in a week. Any 
of you other guys got anything to 
say? Any names to call me or any 
comments to make? If you have, 
spill it now, because you won’t be 











The fussy woman customer. 
“Set ’er at low speed, boss. We 
five have” stepped into ’em in 

high 


here long. I see where some of you 
‘crabs’ are going to get the skids 
put under you darned soon.” 

Later in the day the boss told this 
tale to the writer with glee. “That 
boy is a peach,” he said, “and I’m 
going to keep an eye on him, you 
bet.” 


A “Hi-Speed” Sale (?) 
By Paul D. Campbell 


With T. H. Campbell & Bros., 
Middlesboro, Ky. 
In Oct. 24 issue of the Boot & 


SHOE RECORDER there is an article 
telling how much time it takes to 


sell certain customers shoes, and 
how little time it takes to sell others. 
But here is an instance which I think 
is significant of the fact that it takes 
some time to put over a deal at times. 

Recently a woman customer en- 
tered our shoe department and 
asked to be shown some pumps. The 
boss was waiting on her and at 
about the same time a man came in 
for a suit. Our clothing man waited 
on him and sent the trousers to the 
shop for alterations. 

About the time he sent the trous- 
ers out, another man came in for a 
suit. He was fitted without any 
alterations, and sold shoes and hat. 
The lady was still looking at shoes. 
The boss is a regular “hi-speed” 
salesman when it comes to turning 
them out fast. But—still the lady 
looked, and looked. 

Our clothing salesman in the mean- 
time sold five suits, five pair of shoes, 
and one hat, received the trousers 
from the tailors, wrapped the pack- 
ages, and sent five men from our 
store, outfitted from head to foot, 
and at the same time the lady left 
with a pair of pumps. 

But there are several more in- 
stances, where less time is taken and 
bigger sales made. 

It is all in a days work on the fit- 
ting stool. 


Boston Salesmen’s Meet 
a “Wow’’ 


BosToN—Of all the big meets re- 
cently pulled off in the trade that 
of the Boston Retail Shoe Salesmen’s 
Association “walked away with the 
honors.” One hundred fifty strong 
sat down to dinner at Dupont’s on 
the evening of Nov. 2. In addition 
to the salesmen, the saleswomen 
were invited and many merchants. 
Stores sent their entire sales forces. 
A roll call was read, each of the 
delegations being asked to stand as 
their names were called. The fol- 

















There were many questions 
from the floor at the November 
meeting of the B. R. S. S. A. 
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The X-ray machine supplies 
choice pedal portraiture to the 
customer 


lowing responded, amid the applause 
of the assembly : 

Jordan, Marsh & Co.’s shoe de- 
partment, headed by E. Roy Smith; 
Shepard’s shoe department; Gil- 
christ’s shoe department, headed by 
Buyer Fred W. Small; Jones, Peter- 
son & Newhall Co., with Charles C. 
Ferrers and Charles H. Peterson 
right in the front row; Andrews 
Shoe Store; The Knickerbocker Shoe 
Shop, headed by L. W. Hollis; Gil- 
lett-Upton, Inc., with R. L. Upton 
very much “on the job”; the Walk- 
Over Shoe Store, with I. B. Howe 
at the head of his boys; the Henry 
H. Tuttle Co. delegation; the Spen- 
cer Shoe Co.; J. L. Esart Co.; H. F. 
Salisbury Co.; the Thayer McNeil 
Co., with C. W. Pollock in the front 
ranks, and the RECORDER representa- 
tive. 

Fred N. Greenwood, president of 








The Salesman “Filoso- 
fer Filosofizes”’ 
(If you have a new one, send 


it on) 


The silk stocking was dis- 
covered in the sixteenth cen- 
tury, but extensive explora- 
tions in this field did not begin 
until quite recently. 

It is funny how easy is the 
job some one else manages to 
do well. 

The reason that a woman 
does not try on every shoe in 
the store is because she really 
intends to buy a pair. 

It is very unlucky to have 
thirteen fussy prospective cus- 
tomers in one day, all trying 
on $13 shoes, especially when 
only one of the thirteen de- 
cides to 

It is curious to find a woman 
who isn’t. 


the association, made a strong plea 
for loyalty to firm. Percy E. 
Thayer, head of the educational 
committee, introduced Robert E. 
Soutter, M.D., one of the Hub’s lead- 
ing orthopedic surgeons, who gave 
an illustrated talk on “Foot Anat- 
omy” and answered many questions 
from the floor. 


Foot and Fitting Queries 
Answered 


Among the questions asked of 
Robert E. Soutter, M.D., at the re- 
cent B. R. 8. S. A. meeting were the 
following: 

Charles H. Peterson of Jones, Pe- 
terson & Newhall—“Are there any 
advantages in having an X-ray ma- 
chine in a shoe store to fit shoes?” 

Dr. Soutter answered, “That de- 

















shoes had the most powerful 
foot 
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What about those who toe in— 
or toe out? 


pends upon who is going to interpret 
the X-ray machine. In the same 
way a dental surgeon might have 
some man interpret the various reg- 
istrations of an X-ray machine who 
would not in any way understand 
the same. If, however, an X-ray ma- 
chine influences people to wear bet- 
ter fitting shoes, it is a good thing.” 

R. L. Upton of Gillett-Upton, Inc., 
asked, “Are the sizes and types of 
hosiery important in foot fitting?” 
Dr. Soutter replied, “That is an im- 
portant point. The size of the stock- 
ing is most important. It does not 
help much to wear a good fitting 
shoe if the stocking does not fit. 
The stocking will deform the foot 
if it is short, and it is important to 
have the stocking so fit that it is 
loose at the side of the fifth toe.” 


Wien You 
CAN FIT ME 
RIGHT You 
CAN FIT MY 
CUSTOMERS 





(Reproduced through courtesy of “National Footwear.” ) 


When the new shoe salesman applies for a job, there is a right way and a 
wrong way to “try him out” as a good shoe fitter and salesman. The 
Hassel Shoe Store in Chicago believes in first having the salesman demon- 
strate just what he knows. Some experienced salesman, or the manager, 
or the boss himself takes the place of the customer. Every new salesman is 
obliged to attend the store’s “school,” where actual demonstrations are 
given as to what the salesman should know in customer-salesman contact— 
about the adaptability of the last for the foot fitted, materials, and con- 


struction. 


On the left is the usual method of “trying out” a new salesman on the 
first customer who comes in and judging his skill only by the fact that he 
has made the sale—Many are the dissatisfied customers, exchanges and 


refunds that result. 
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Problem Prize Winners 
Karn Recorder Money 


How “Difference in Price 


the part of the retail shoe 

salesmen and women through- 
out the country in the problem for 
October—“How Do I Explain to a 
Customer the Difference in Price 
Between Two Grades of Shoes?” So 
many good points did several make 
that it was difficult to decide from 
among four which was the best. 
Miss Helen K. Delaplane’s solution, 
presenting as it does a specific case, 
and being exceedingly well written, 
has been awarded first prize of $10. 
Miss Delaplane is saleswoman at the 
Delaplane Shoe Co., Cherokee, Iowa. 
The second prize of $5 is awarded 
to Henry LaBelle, with G. V. 8S. 
Quackenbush, Troy, N. Y. 


Te was much interest on 














Indians and Greeks are to be 
congratulated on good shaped 
feet. 


Honorable mention goes to Sidney 
Rosenbach, with Glick Bros., Dallas, 
Tex.; Henri Maxwell, Sterling Shoe 
Store, Newport, R. I.; Jack Frank, 
The Quality Shoe Store, El Dorado, 
Ark.; Sidney Hoffman, Brecken- 
ridge, Tex.; Paul O. Campbell, Mid- 
dlesboro, Ky.; V. A. Roseberry, 
manager shoe department, W. E. 
Jett Mercantile Co., Blackwell, 
Okla.; Arthur B. Bower; Ludwig 
Ries, Jr., Dennison, Ohio; Dale J. 
McCreary, with Walk-Over Boot 
Shop, Springfield, Ohio; H. O. 
Thompson,. with Wheeler-Motter 
Co., Colfax, Wash., and John Neish, 
with L. Bamberger & Co., Newark, 
N. J. 

Here is how Miss Delaplane ex- 
plained to a customer the difference 
in price between two grades of 
shoes: 


* Was Explained to the Customer 


Let me use an example from 
actual shoe store life. I am a shoe 
saleswoman in my father’s shoe 
store, Delaplane Shoe Co., of Chero- 
kee, Iowa. 

Mrs. A. came in for a pair of 
semi-dress shoes. She was wearing 
a pair of $5 shoes, size 444C. After 
measuring her foot, I first put on a 
pair size 6AA at $7.50. She liked 
the style, but was “horrified” at the 
price. I immediately got the 
nearest thing in style in a $5 value, 
size 5B. Before I could get it on 
her foot, she demanded the price. 
Upon learning that it was $2.50 
lower in price, she said: 

“The patterns are almost alike— 
what makes so much difference in 


price?” 


In reply, I said: 

“May I put one of each on?” I 
put the $7.50 one on the right foot 
and the other on the left. “Now 
step around to the mirror and see 
which you like better,” said I. 

“Oh, of course I like the ‘high 
priced’ one best, but I don’t know 
just why.” 

The few steps taken let her feel 
the difference in fit and the mirror 
had shown her the difference in ap- 
pearance, but the sale wasn’t made. 
Mrs. A. was still conscious of the 
difference in price. 

“If you will take your seat again, 
I'll péint out the differences,” said I. 
Taking the $7.50 shoe first, I said: 

“Do you see how snugly this shoe 
clings to the heel, and how it fits 
up under the arch, leaving plenty of 
room for the toes? That is impos- 
sible in a lower priced shoe, because 
the lasts are not as carefully pro- 
portioned nor are the patterns as 
accurately cut and, what is more, 
they do not come in the narrow 
widths that your foot requires.” I 
try to stay away from the expression 
“cheap shoes” when I mean low 
quality or price. 

Then I took the mates to the 
shoes she had on and pointed out 
the difference in quality and ex- 


plained that the better shoe would 


hold its shape longer and more than 
pay for the difference in price by 
longer wear. 

“You know, it isn’t what you pay 
for a shoe that makes it cheap—it is 
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“Spring” in Foot Important 


By Robert E. Soutter, M.D., Before 
a Meeting of the Boston Retail 
Shoe Salesmen’s Assn. 


If a person has one bad foot, he 
is one-half disabled and he is just 
truly one-half disabled if he has two 
good feet and two “badly-fitting’”’ 
shoes. When a person wears a badly 
fitting shoe for a long time, the foot 
loses its spring, which is most neces- 
sary in the walking apparatus. In 
walking, one does not simply trans- 
fer the weight of the body from one 
foot to the other—a person does not 
put one foot out and then drag the 
other behind him—each foot has a 
spring—just as a carriage or as an 
automobile, or any other vehicle of 
locomotion must have a spring. 

Dr. Soutter showed that the best 
shaped feet—as noted in the feet of 
the Indians and Greek runners— 
have their toes not only separated, 
but that the great toe has a little 
cushion of flesh extending out a lit- 
tle way from the nail. 














Every foot must have a spring. 
Foot freedom is the idea 





what it costs you per day to own it, 
plus the value you put on comfort. 

“You said you liked the better 
shoe. Yes, it is more pleasing to 
the eye. The heel is covered and 
more gracefully curved; the edges 
of the sole have a neater finish, and 
the whole shoe has a lighter and 
dressier appearance—due to more 
careful workmanship, beaded edges 
and finer stitching; but the most im- 
portant thing is the comfort gained 
from the better fitting shoe. May I 
put the mate on the other foot? 

‘ Now walk around to the 
mirror. How do they feel?” 
“They do feel lots better than the . 
cheaper ones. I'll try them this 
time. Yes, I'll leave them on, they 
feel so good.” 

Next time it will be easy to sell 
her a pair at $9. 
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KAFFOR, JKID ~ 


dhe Ideal Calf lather 








The fine appreciation of Kaffor Kid among the shoe merchants of national fame 
and reputation is of course pleasing to us, who are charged with the responsibility 


of maintaining its quality and merit, yet— 


To have the younger, the up and coming type of alert shoe merchants appreciate the 
salability of Kaffor Kid-made footwear adds a bit more of zest to our efforts in 
producing a business-building article for fine footwear construction. 


Here is a young merchant who began operating his own store four years ago in the 
home town of Big Ben Clocks. ! 


It requires alertness to carve out a business success in that rich and peppy Central 
Illinois country, and Martin’s Store is using Kaffor Kid-made shoes as one of his 
aids in a four-time stock turnover. The two styles he sells in volume are illustrated. 


Read his letter on the opposite page, for it contains a good merchandising idea. 


“The Story of Leather” sent free on request 


“Sailor Colonial” Style No. The “Collegian” Step-In Style 
4927, made of Black Kaffor Kid, No. 7223, made of Black Kaffor 


covered wood heel, Goodyear Kid with covered wood heel, 
Welt, In Stock AA attractive buckle, Flexible 


to D $4.75 -" In Stock $3 as 


Groves & Rood 


Wholesalers, Chicago, Ill. Groves & Rood 
Wholesalers, Chicago, III. 


Nationally 
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that soft velvety feeling leather 


TELEPHONE 372 





MARTIN A. KURKOWSK! 


r——Martin Ss | Shoe Store—— 


KASKASKIA BUILDING 














639 SECOND STREET 





La Salle, Illinois... . Ssteber_19__..192.5. 


Ohio Leather Co-, 
Girard, Ohio. 


Gentlemen: 


I often tell my customers that Kaffor Kid is 
“that soft, velvety feeling leather.” 


With a background of twenty-eight years ex- 
perience in the shoe business, I have been more than pleased 
with the tests to which I have put your leather, thus satisfy- 
ing myself with its remarkable selling features. 


During the past five years, in buying shoes for 
my store I have been specifying this calfsrin stoek with 
that mellow feeling. It has proven one of our most popular 
leathers with our customers, for betas e sold on its splendid 
perk es Be of fine grain texture, mellowness and sturdy 
quality, I have been able to show our customers that it sup- 
sates 5 lie 20)8 sank 20 0 Jeioes tins Jo seid, xZelvety and 
Bliable, doesn’t seufft and will take an excellent polish. 


Being thus aware of its value as a base for quality 
shoes and for giving these shoes a fine finish, it is a pleasure 
for me to highly recommend it as a good seller and business 


builder. 
Yours truly 


Ya SHOE. STORE 


























The OHIO LEATHER COMPANY 


GIRARD~QOHIO 
roa) Whe car pear 








Endorse 


When writing to advertisers please mention Boot anp SHor Recorper 








en en SR Nee 
: . 





“BOOT and SHOE RECORDER” 


of the Better-Business Line 
SAILING FROM BOSTON EVERY SATURDAY 


CARGO 


Prime selections of Advance Styles in Men’s, Women’s, 
Misses’ and Children’s Footwear, Shoe Store Fixtures, 
Accessories, Supplies and Systems. 

Correct Leathers, Fabrics, Rubber Goods, Lasts, Pat- 
terns, Machinery. 

Authentic, reliable Information on Profitable Retail 
Buying, Selling and Management. 

Methods, Ideas, Opinions, Counsel. 


DESTINATION AND PORTS OF CALL 


“Boot and Shoe Recorder” touches every retail 
shoe trading center in America; its Cargo is consigned 
to the desks and homes of the worthwhile, sound retail 
shoe buyers. 


PASSENGER LIST 


All interested in reaching the largest and best retail 
shoe buying market of the United States—tTHE Boot AND 
SHOE RECORDER MARKET. 


BOOKING DATA 


Full information at Headquarters, 207 South ‘St., 
Boston, and at branch agencies in Chicago, Cincinnati, 
New York, Philadelphia, Rochester and St. Louis. 


November 21, 1925 
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Model Gurtesy 
SHERWOOD SHOE COMPANY 


it is Schrmdt Calf ‘Leather 
regular firush in Copper lustre 


Carl E.Schmidt & Co. Inc. 
“Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 





has heen perfected. in 
~ CESCALF - 
Hin Copper lustre and Broadway A, 
for unen'’s shoes be 





CRAWFORD SHOE ; 
Courtes 
CHAS A. EATON CO. 


Carl E. Schmidt & Co. inc 
© Tanners of the Schmidt Calf Leathers 


Detroit, Mich. ~ Boston, Mass. 





November 21, 1925 BOOT AND SHOE RECORDER 








MARKET OF AMERICA 


Mark well this fact— 


that rarely if ever do you find a prom- 
inent successful shoe store but what 


handles one or more lines of Cincinnati 


shoes consistently season after season. 


THE CAHILL SHOE CO. THE STANLEY DUTTEN- THE VAL DUTTENHOFER 
HOFER SHOE CO. SONS CO. 


THE HOLTERS CO. 
THE JULIAN & KOKENGE THE KRIPPENDORF-DITT- 
THE co. MANN CO. 


CHARLES MEIS SHOE CO. THE ROTH SHOE MFG. CO. THE VOLLMAN-LAWRENCE 
THE P. SULLIVAN CO. CO. 
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O ornamentation other than dain 

NN pertocstion, but plenty of youthful 
REP embodied in this high grade yee 

te how the colonial style ton 
plements the short vamp. ~y 
full-breasted heel and blonde Kid lining. 
No. 4809—FPatent Colt Gore 
Pump; A, 4/8; B, 3314/8; C, if 


A brand new CMSC-Made novelty pic- 
tured here. High-throated _side-gore 
Pump with 14/8 Cuban covered heel. 
Note six-sided cut of front bars. Blonde 
Kid lined and especially good fitting. 
Here’s a style you can repeat on. 


No. 8948—Patent Chrome Gore 
Pump; A, 4/8; B, 34/8; C, Ri 


~ 


Stock just received on this new Pump 
of charming simplicity. Comes in Tan 
Calf and Patent Chrome with 10/8 
covered Block heels, bow buckles, blonde 
Kid linings. Both numbers run in B, 
3%4/8 and C, 3/8. 


No. 4460—Patent Chrome ak 
No. 4450—Same, Russia Tan ty 


Write Today 
for our 
Complete 
In Stock 
Catalog 


WE have repeatedly stated, 
and we reiterate, that 
CMSC-Made Better Quality 
Flexible McKays are un- 
beatable in their class. 


How can you question that 
without seeing the shoes? 


Tan Calf seems determined to stage a 
whirlwind return. Evidence — this 
Russia Tan Gore Pump just added to 
the line. Comes with a very attractive 
metal and calfskin buckle; 10/8 covered 
Block heel and blonde Kid lining. 


No. 4456—Russia Tan Calf Pump 
in A, 4/8; B, 31%4/8; C, WT assy 
0 


Rich Satin Boudoir Slipper with quilted 
Rayon quarter and insole; colorfully 
embroidered vamp; fancy braid edging; 
heavily padded chrome sole and re 
No. 5616, Old Rose; 5617, Blue; 5618, 
Hae Rose lined; 3619, Purple. Sizes 


$1.10 
Other new Satin Boudoirs at $1.60, 
$1.50 and $1.00. Great line of 
Felts at 52Y%c to $1.05. 





This neat, catchy CMSC-Made Tie pat- 
tern now In Stock in three leathers. 
All with 9/8 low leather heel, rubber 
top lift, wide lace, crimped vamp, blonde 
Kid lining and fair-stitched sole. In B, 
C and D widths, sizes 2% to 8. 


8920—Patent, Black Calf trim. 
35 

8930—Gun Metal, Patent trim. 
8940—Russia Tan, Dark Tan trim. 
$3.35 


Novel low-priced, low-heel Tie, style in 
two leathers. Patent with Gun Metal 
jae may patent inlaid; Tan Side with 

© shade tongue. '8/8 leather heel, 
rubber top lift, wide lace, crimped vamp, 
ve stitched sole, blonde lining. 


No. 3460—Patent Leather, C, 3/8. 


65 
a 3470—Russia Tan Side, C, 
$2.65 


Also very interesting—this new $2.75 
Black Satin Gore Pump with large etched 
enamel buckle, 10/8 block heel, Uskide 
lift, perforated un Metal edge trim 
and light color leather lining. profit- 
able number to handle. 

No. 4530—Black Satin Pump, C, 
No. 4530—Black Satin Pump, C, 


24/8. $2.75 


J MARKET OF AMERICA 
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FARR BROS. CO. 


Established 1862 
Operating 4 stores, writes: 


“We use ladies shoes made in 
Cincinnati and are very well 
pleased with them. The work- 
manship and quality is very 
satisfactory.” 


Cinoimnet 
Cine: 2 Shoe ye 
Obie mats rket Headquarters 


mi22 agp aying © your 1 


t 
thet tt 
2 Cincinns We Use Leases? of t 
sfecto rt? Workmatgttt Bre yect®® Pelt ensgloth 
tory, hip amg eu’, pera Pleasea ae 
7 is Very b 
Sat. 


ines, 
Made 
ane 





IKE Farr Bros. Co., merchants everywhere 


have been using Cincinnati shoes with sat- 


isfaction and profit for over a quarter of a 


century. 


ae as the Farr organization, thousands of 


merchants are very well pleased with Cin- 


cinnati shoes, their quality and workmanship. 


HOE Retailers will do well to investigate and 
follow the footsteps of these business lead- 


ers who over a term of years have built profitably 


and successfully with CINCINNATI SHOES. 
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The ‘“Band-Grip” on 
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Sizes in Stock 
AAA 5-10 BO 8%-10 


LININGS a baer o ie 19 


$520 
Net 30 Days 


IN STOCK—Sizes Below 


HE old-fashioned shoe store was dimly 
lit with coal oil lamps. Today brilliant 
illumination is afforded by electricity. 


Once upon a time, it was “any old orthopedic 
shoe.” Now the “BAND-GRIP” is the thing. 
No other shoe supports the sides as well as 
the bottom of Milady’s foot. No other shoe 
permits the wearer to regulate the pressure 
of a comfort-giving band (see upper illus- 
tration). 

The “Band-Grip” never fails to sell when shown 

and fitted—because your customer “feels the differ- 


ence!” Its comfort qualities always bring her 
back accompanied by her friends, too. 


Write Us for Details 





B. W.—(Business Woman) 
Combination Last 
B. W. 4-STRAP IN STOCK 


1 QUSINESS 
WOMAN Aa 
‘@eeseeesed 
taGaT 
Trade-Mark ij 


Reg. U. 8. Pat. Off. 


Now made in rich patent leather, 
as per illustration, as well as black 
kid. 








No. 8-410 
Patent Leather 


(Arch Corrective) 


No. 8-409 

Black Kid 
(Arch Corrective) 
AAA 5-9 AAA 5-9 B 3%&- 
AA 5-9 - AA 5-9 Oo 3h- 
A 49 A 4-9 D4 - 


$510 $510 


NET 30 DAYS 








He ROTH SHOE”%a 
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pC IN CINNATIS 


Follow the mode with styles 
of the hour 


Careful buyers of high grade shoes select their 
smarter styles strictly according to the dictates 
of Dame Fashion. 


Time was when she changed her mind only 
twice a year; today far more frequently does 
she call for the newest touch in pattern for com- 

“The Charl ” plete harmony of costume. 
pd i <geooee me ag The Charleston is the shoe of the hour. It is 
= a gett hee! —_ : In Stock, therefore order will be filled the same 
tien, See day it is received. The Stanley Duttenhofer 


STANLEY Shoe Co., 1401 Plum St., Cincinnati, O. 
DUTTENHOFER SHOES 


We have an interesting folder of 
In- — Shoes ready to mail upon 
request, 
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ALES that are made on style alone are 
like ships that pass in the night. 


Such transactions are acquaintances rather 
than friends. They must pass on, swayed by 
the fancy or whim of the moment. 
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This is one of a 
series of advertise- 
ments dealing with 
the problems of shoe 
merchants today. 
Comments are soli- 
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J&K famous Arch-Fitting Shoes 
make lasting friends of all cus- 
tomers. 


J&K footwear has inherent virtue 
—snug fitting, comfort giving and 
shape holding qualities that 
women appreciate. 


Besides all this, the women of your 
community know J&K shoes. 





They are advertised to millions of 
women every month. 


Right there is your opportunity 
for bigger sales — and a lasting 
good will that you can control in 
your town exclusively. Write us 
for particulars. 














“as 
~ 





———-THE JULIAN @ KOKENGE CO.—_= 


Wim. PF doe, Makers of the famous ‘‘J & K’’ Arch Fitting Shoes for Women ——— =e 


$2 paren “ee tell a ot aes 9 erm erapens smae ong: 
is 9.3 Serica matamage ys, = Fes 
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Real Trade Builders 
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New cutout Oxford Pattern just 
added to Dr. Ray’s Improved Arch 
support line. Goodyear welt i 
shioned of high grade black kidskin 
with Cuban leather heel, wingfoot top 
lift. Stock number 3498 in B, 3 1/2 
to 8,C,3 to 8,D,4to8. The Charles 


The Caroline—One of a number of 

Cahill’s Catchy Creations. Made of 

the new shade of Tan Calf, also in 

patent leather with tongue of Mat 

Goat and in the new semi-bright Calf 

Skin. The Cahill Shoe Company, Cin- 
cinnati 


Meis Shoe Company, Cincinnati 


The Chic—An all patent strap pump 

with gore under the ornament. One 

of the many Sullivan creations in the 

new line shown by the P. Sullivan Co., 
Cincinnati 


The “Mirecourt”—Regent pump in Patent Step-i beautiful i 
patent leather, built over an exclusive- . tient B on ye aon oc ome 
ly pump last with the trim simplicity or Sudan Kid. With the usual K-D 
of the most aristocratic. The Holters fitting qualities. The Krippendorf- 
Company, Cincinnati Dittmann Co., Cincinnati 
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Patterns That Sell 


o 


May on side set pump made of 

Golden Brown with Havana 

Brown Kid a 16/8 Spanish 

heel. Medium round toe. Made in 

wicmcmmete The Roth Shoe Mfg. 
Co., Cincinnati 


The Emily—Combining refined ele- 
gance with possibilities for various 
pretty combinations to meet the com- 
ing style trend. Also pleasing in dull 
calf and patent; black suede and dull 
calf or tan calf with lizards, snake or 
alligator trim on 14/8 or 16/8 heels. 
The Vollman, Lawrence Company, 
Cincinnati 


The Newcastle—Black satin two-but- 

ton model, made over No. 287 last, 

14/8 Spanish wood heel, welt sole. In 

stock. The Val Duttenhofer Sons Co., 
Cincinnati 


hs 


The “Charleston”—In black with gray 

The Mode—Two strap patent leather kid lining, 105 last, 16/8 wood covered 

with black ooze inlay cut-outs. Shown heel. AAA-C. Sizes 3% to 8 in stock 

by the Julian & Kokenge Co., Cin- —by Stanley Duttenhofer Shoe Co., 
omnes Cincinnati 
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FASHION WELT SHOES re 


The individuality of the latest “Cahill Catchy Cre- 
ations” typifies our policy of Styleful Styles, avoiding 
all the time freakish effects. 


Well dressed women are constantly wearing Fashion 
Welt Footwear—not realizing that they are “Cahill’s 
Catchy Creations.” CAROLINE 


“Cahill’s Catchy Creations” maintains simplicity in 1605—Made of the new shade of Tan 





Calf. 


Style, which brings progressive retailers a sound and a sactiea Wee 
substantial profit. re wo eee 


; 5411—is made of Semi Brigh if 
Write for Catalog at Once Seater score ee Ca 


THE CAHILL SHOE CO. i: 


CINCINNATI 
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PATENT STEP-IN 


Very beautiful in combinations such 
patent and cream or Sudan Kid. 


the usual K-D fitting qualities. 








DEPENDABLE 
Styles 


Help You in Obtaining a Faster 
and Cleaner Turnover 


Wide-awake merchants who are 
anxious to build a safe and profitable 
business find K-D styles more than 
helpful. K-D styles are very carefully 
selected to meet the requirements of 


successful retailers. 
as 
With 


The Krippendorf-Dittmann Co. 


Cincinnati, Ohio 
Style Quality Service 


PATENT COLONIAL 


THE BELPRE 


Pat lonial effect with a very attrac- 
a An ‘“Archopedic’’ model. Ready for 


tive old silver beaded ornament. 
K-D creation. 


Another 
delivery from stock in Black Kid and 


Patent Leather. 
- 
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A Thanksgiving 


We thank Thee, O Lord, for 
Ges us riches—not in money— 
ut in friendships. 
Thee, for havin 
not with worldly 
with health, ambition, 
happiness. e thank Thee for 
having made us with an intelli- 
gence through which we can 
think—not of material things— 
but of means by which we may 
be useful to others; that we may 
know our_ responsibilities to 
humanity; that we may cherish 
the love of our country! 


The Arline 
Balloon Welt 

















A Welt Balloon 


The Arline, Balloon Last Welt! It has the Punch and 
Speed of a Co-Ed rooter at the Thanksgiving Football 
Game. Warm! Comfortable! Sturdy! And Fit? Say, 
does a Flapper use Powder? 

The Emily. A McKay of such lovely simplicity that it 
weaves its magic spell of delight and satisfaction long after 
the price is forgotten. 

Constructed with that superior workmanship which made 
Cincinnati famous as a shoe center years before “Camels” 


invaded the U. S. A. 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI 
“THE HOUSE OF WHITE SATIN SHOES” 
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N_ additional plant—employing a 
thousand workers—and with an out- 


put of from 2000 to 2500 pairs a day! 


This, briefly, is the latest chapter in the 
smashing history of the Protex Arch 
Shoe. 


How do you account for its popularity? 
Just why has the Protex Arch Shoe 
proved to be such an outstanding suc- 
cess? Here are the reasons: 


First—it is a well-styled shoe, ‘accurately 
interpreting the fashions of the day. 
Secend—it has a scientific arch-support 
The EDITH that keeps the arch in place and bal- 
No. 58—All tent leather three- ances the foot. 
strep, COMBINATION PRO TEX Third—it is a Holters’ product, backed by 


ARCH, 13/8 leather heel, rubber t , , 4 
lift. In all black kid, it is No. 39. the high reputation of the Holters 


Price $4.60 name. 
Finally—it is moderately - priced—retails 
for no more than many. shoes without its 

special features. 


And now that you know, wouldn't you, too, 
like to get in on a good thing—wouldn’t you 
like to see some of the Protex Arch Shoes? 
Certainly! Then—Write. 


Send for the Protex In-stock Catalog 
Terms—Net 30 Days 


The LAURA The Holters Company Branch 


No. 61—All tent leather two-stra 
and cut-out C “Me leather ‘heel Sixth Poe or ag Raggy A wes Ohio 
, vit r heel, Sycamore Cincinnati 
rubber top lift. In all black kid, it ° ° 
is No. 60. Chicago Office: Minneapolis Office: 
Price $4.60 210 Security Building 723 Boston Block 





” 
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THE QUALITY SHOE Qeee@Peeegmeel) MARKET OF AMERICA 


veel be: 
When writing to advertisers please mention Boot ann SHozr Recorper 





BOOT AND SHOE RECORDER November 21, 1925 


NCA NONIA IT OI 


Fashion 


is now using scales! 


Shoes are selling by weight these days! It’s the light, airy 
type of footwear that the modern woman demands—even in 
a feature shoe. 


And that is one of the many reasons for the popularity of 
The FLEXRIDGE Shoe. A “styled shoe” in the finest sense 
of the word and offered in a wide variety of attractive mod- 
els, it has, also, a steel shank. But that shank weighs only 
3/10 of an ounce—about half the weight of the shank of an 
HE HANCRAFT ordinary feature shoe. 

t The patented FLEXRIDGE shank, however, is unique in 

alga 7 ag ong ie other ways. It gives to The FLEXRIDGE Shoe both fiexi- 

top, welt sole. Price $5.85 bility and rigidity—combines these qualities in a practical 
way for the first time in shoe history! 


This additional advantage, too! 


A shoe that saves hosiery—here is another feature you can 
offer women in The FLEXRIDGE Shoe! The steel shank, 
you see, extends only as far as the scaphoid bone—the key- 
stone of the arch; beyond that point the shoe bends freely 
with the foot. If the whole shoe were rigid, the heel would 
slip at each step. This cannot happen with The FLEX- 
RIDGE Shoe—it clings to the heel, keeps silk hose intact. 
There are other reasons, of course, why dealers, everywhere, 
are finding it easy to sell The FLEXRIDGE Shoe—reasons 
too numerous to mention here. So write at once—have us 
outline our exclusive franchise proposition. You'll find it 
will tie up less of your capital and at the same time bring 
you greater returns. 


Flexible where you want it 


THE PINEHURST 
Rigid where you need it 


No. 3024—Patent colt six-eyelet 
om oe 14/8 Spanish wood Cub 


oa. Price $6.10 xX 
THE FLEXRIDge 


THE DUTTENHOFER BRANCH 
of the United States Shoe Company 
Sixth and Sycamore Sts. Cincinnati, Ohio 
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HE new 1926 canvas rubber 
soled shoes are now all ready 
for inspection. They cover a 

wide range of sports and utility. 
For instance, there are the basket 
ball numbers, with vulcanized crepe 
sole, black rubber trimmed, lace to 
toe pattern; the basket ball shoe, 
featuring the slim shank for snug 
fit at the arch, instep stay to support 
arch, sponge rubber cushion heel 
seat; the “rubberribbed” sole, sponge 
cushion heel pad, the Kool-foot insole, 
pressure cured; the athletic shoe 
with the all leather top; the heavy 
crepe sole and toe cap, instep stay 
and patented ankle guard design; 
the shoe with the cushion heel fea- 
ture and new molded crepe sole de- 
sign; the non-chafing top and back 
seam, non-blistering, non-irritating 
comfort toe pattern, heavy combina- 
tion counter, sponge rubber cushion 
heel, steel and fiber arch support, 
arch instep strap, and “Snokcrepe” 
outsole; the shoe with the special peg 
top upper, double stitching, molded 
ankle patch; the steam pressure 
cured crepe sole, inside shank stay, 
extra length cushion heel on a new 
last; the basket ball shoe, designed 
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general sports. 
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Canvas Rubber Soled Shoes for 
1926 Show Wide Sports Range 


Basketball Shoes in Big Demand 


by a famous Wisconsin coach, with 
several additional features—the pivot 
tread, which forms a suction at the 
ball on the crepe sole, stubber toe 
guards, cushion heel, arch support 
and orthopedic heel. 

While basketball is the biggest 
sport for which special shoes for 
1926 are designed, there are canvas 
shoes for lawn tennis players and 
school children athletes. There are 
special shoes for golf and track 
sports. There are work shoes in 
canvas and a few general numbers 
on the prices of which manufacturers 
have concentrated to give the utmost 
value for the money, figuring that 
this price range will be the most at- 
tractive to the dealer who wants first 
class merchandise at a reasonable 
price. 

In constructing the canvas rubber 
soled footwear line for 1926, manu- 
facturers were confronted on the 
one hand with high crude rubber 
prices, which “hit” the canvas line 
with crepe soles harder than any 
other branch of footwear—and on the 
other, with the thought that advanc- 
ing canvas prices out of the range 
of this class of footwear, would in- 


Sr 


A group of 1926 canvas rubber soled shoe models. Here are “snappy” shoes for basketball, for running, and 
For indoor wear now and outdoor wear for spring and summer. 






jure the demand. It was a big prob- 
lem, but it has been solved so that 
there is practically no increase in the 
1926 canvas lines—that is—the re- 
tail shoe merchant can buy first class 
merchandise at the same price levels 
he could last year, and in some cases 
at a little lower price levels. In the 
very few cases, where the same shoes 
are offered with no construction 
changes, there is a price increase of 
15 to 20 per cent. In the high-grade 
athletic numbers, there has been an 
increase in price to meet the cost of 
the added features. This is a quality 
market—the price is not the con- 
trolling factor. The player is inter- 
ested primarily in getting a shoe 
that meets his every requirement. 
With the exception of the premium 
quality athletic and basketball shoes, 
there has been a “reshuffle of the 
cards and a new deal all around.” 

There was a time, perhaps some 
ten years ago, when the basketball 
business, both amateur and profes- 
sional, was taken care of by very 
few companies with special shoes. 
These numbers were nothing more 
than heavy sneakers, but now they 
are built for the “occasion.” 
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Makers’ names on request. 















New Tan Pump Styles 
Will Pep Things Up 


A line of these new tans will stimulate 
sales right now. Better check your 
stock, and replenish with these active 
patterns. 










On. the floor for immediate delivery. 































~ 










7044—Tan Calf, 15/8 Spike B & O 
7045—Tan Calf, 14/8 Cuban B & O 
7046—Tan Calf, me Block B & C 
Also in Black Calf, Black Ooze, and 
Patent Leather 


$3.60 







































30' Cf. 
3071—Tan Cf. D’Orsay, 14/8 3 
Also carried in Patent Leather ty ‘Kaffor id. 


$3.60 





’ Gloria 












4822—Tan Calf, 16/8 Spike A, B, © 
4823—Tan Calf, 10/8 Block A, B, © 
Also in Black Calf 


$3.85 


MERCHANTS SHOE CO. 
ens Shoes of Consistent Style Quality 
.57 Lincoln Street, Boston,Mass. 
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IDEAL 


Products 


When you say “Ideal Products’ you have said 
- all there is to say—they are not only low in 
price but superior in quality and workmanship. 


Shoe Novelties 


Buy SHOE 
BUCKLES 
now. You 
will need 
them very 
soon. 


No. “1516 


Assorted Metal and Celluloid Buckles— 
Per Doz. Pr. $4.70 
Same, complete with attachments and inlays 
of leather or satin:......... Per Doz. Pr: 8.00 
Assorted Cut Steel Beaded Buckles, all steel or 
combination with steel and blue beads, very 
neatly: puffed.............. Per.Doz. Pr. 8.80 


Same with a Victory Attachment.Per Doz. Pr. 10.20 








No. 10 No. 1086 
Satin Bows Braided Straps 
3 8 levers uy atte ¢ .00 and Pat . $ .00 
wiik = eo i Le > 6 
Per Doz. Pr. Per ya Pr. 














Assorted Steel Cut Beaded Bows— 
Per Doz. Pr. $7.00 
Rhinestone Vamp Ornaments, assorted— 
Per Doz. Pr. 4.00 
Assorted leather and satin rosettes— 
. Per Doz. 


Pr.. 3.78 








SPATS 


Will be bigger 
sellers this 
winter than 
ever before— 
and better 
Christmas 
items. Real 


skill and care 






Style 110—Felt, guaranteed all wool—Black, Brown, 3 
Beaver, Fawn, Taupe and Clay............+-+sssee0- °811.50 


Style 112—Kersey—Black, Brown, Beaver, Fawn...... 16.00 
Style 112A—Genuine English Cloth in Gray only...... 20.00 
Style 114—Kersey—Beaver, Fawn—leather trimmed—4 
i a Pe 20.00 
Style 115—Genuine ~~ Box Fe. Gray and Fawn.. 30.00 


Women’s Felt Spats—Doz . $14.00—Kersey.......... 20.00 


IDEAL MANUFACTURING CO. 


The House of Shoe Specialties 


4248 N. Crawford Ave. CHICAGO 


























































When writing to advertisers please mention Boot anp SuHort REcorDER 
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- National Shoe Convention, Chicago, Jan. 
1926. Certificate of Co-operation issued to 
~The Goedyear Tire & Rubber Company 


iE 


Ill 


Copyright 1925, by The Goodyear Tire & Rubber Co., Inc. 


N every line there is a fest.. In rubber heels, it is the 
Goodyear Wingfoot Heel. Finest because highest in 
quality—the live, tough, resilient rubber that wears longer 
and retains its spring. Finest because correctly designed 
for style. No wonder more people walk on Goodyear 
Rubber Heels than on any other kind. 
GOODYEAR WINGFOOT HEELS 


are guaranteed to outwear any other heels 











When writing to advertisers please mention Boot anp SHozr Recorper 
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“Diamond ‘Brand Visible Fast mote easy lacing. They retain 

Color Eyelets preserve the smooth oN ie. 3 Lm their original finish indefinitely 

Style lines of the upper and pro- “GVA, 4.2% and aGually outwear the shoe. 
Wh 


French and American Shoe Designers Agree 


Tue Oxford and Laced Tie are increasing in In America, too, the trend is unmistakably 

favor with Parisian shoe designers, who spon- toward the flat-top matching visible eyelet as 

sor visible eyelets to match the leather, and in the sine qua non of smart Goodyear Welt laced 

particular the smart flat-top eyelet. footwear. 

Look for the Diamond <> Trade Mark 

UNITED FAST COLOR EYELET COMPANY, BOSTON 
Manufaturers of 


DIAMOND BRAND Vuibk FAST COLOR EYELETS 


Eee OMe 


YY 
4 


A 


‘a it . > 


When writing to advertisers please mention Boot anv Sor Recorpzr 
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Posed by 
ROSE WENZEL 
Carroll’s Vanities, 1925 





THE WORLDY /HOR “TYLE. CENTER 


Invites every shoe merchant in the world to be present at 
the Second Annual Pageant of Footwear Fashions to be held 
January 4, 5, 6, 1926, at the Hotel Statler, St. Louis, Mo. 


Footwear values that excel anything ever offered to the trade 
will be seen at this Pageant. It will pay you to come. 














2 : 





O retail shoe merchants in every 


corner of the United® States, ‘the. 


St. Louis shoe industry has rendered 
a service of a tangible kind that has 
‘ added more profits to their business. 


This helpfulness.in the betterment 
of. the retail shoe business and those 
engaged irf its trade has not been an 
overnight accomplishment. The manu- 
facturer’s attitude towards the retail 
shoe merchant’s many problems always 
has been a sympathetic one. The tra- 
dition goes back almost a half century 
when the pioneers of the St. Louis 
shoe industry founded the first manu- 
facturing plant. These men are now 
referred to as trail blazers, and so 
they. were. For in those hectic days 
business had not been energized to the 
high pitch it is today. 

Little did they realize in their most 
ambitious moments that some fifty 
years hence this, St. Louis, would not 
only be referred to as the World’s 
Shoe Market, but its style supremacy 
would command like attention from 
the great mass of retail shoe merchants 
everywhere. 

At that time, in 1878 to be exact, the 





Pageant of FootwearTFashions % 
——————————S 


i “Shoes “ef Sell” F 
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e Worlds Shoe Style Center —__ ST LOUIS 


St. Louis 


her service to 


_ principle of manufacturing laid down 


srs & 
# Jan. 4-5-6,1926 Hotel Statler 


















‘by these executives was one of making 
shoes more substantial with greater 
profit to the retail merchant. This 
principle, founded in the infancy of the 
industry, has lived through fifty years 
of expansion and the vision of these 
men glows to-day on the horizon fine 
of success, with the shoe world ap- 


“ plauding the achievement. 


To-day the same policies of integrity 
and of producing shoes of greater 
value per dollar are the keystones of 
every institution in this market. 


Just what does all this mean to you? 
It means the greatest service an indus- 
try can render to its customers. 


It means that you can buy the best 
possible shoes for the price in a market 
that produces them most economically. 


This manufacturing condition en- 
ables you to fill your footwear require- 
ments from this center with an assur- 
ance that you can offer the best avail- 
able values, that leave for you a fair 
profit commensurate with the effort re- 
quired in the merchandising of foot- 
wear. 
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: The World's Shoe Style Center —-————_ ST Lo UIS é 


merchants 


Pageant of Footwear Fashions ar Fashions * 
===_])]U_————__ a —L 


T means you can select “Shoes That 
Sell,” with the confidence that the 
style offered is of such character as to 
be acceptable to your customer require- 
ments, however particular they may 
be. That shoes sold will render a satis- 
factory service and build prestige and 
good will for your store. Wearing 
satisfaction is the greatest demand re- 
quired by the footwear purchasing 
public to-day. 

This you get to the utmost in St. 
Louis made shoes, plus a refinement of 
style that is attractive, but principally 
Mr. Merchant you get positive profits. 

It matters not what your footwear 
requirements may be, St. Louis with 
its broad market can supply these 
wants. 

Within its portals there exist manu- 
facturers catering to the whims and 
wants of the entire shoe buying public 
whether it be the brusque lumberjack 
of the great Northwest or the dainty 
mademoiselle of the tea-dansant, both 
will find St. Louis made shoes accept- 
able. 

It offers a complete market whose 
leadership is undisputed in any market 
of the world. 

Here in St. Louis is a veritable 
$20,000,000 shoe store. On the floors 
of the great houses of this market you 
will find the largest in-stock depart- 
ments in existence. 


ioe le 





Imagine a $20,000,000 shoe store 
from which to select in filling your re- 
quirements. This service alone proves 
invaluable in keeping your stock in a 
condition necessary for the carrying on 
of a successful retail shoe business. 


And for the majority of retail shoe 
merchants, this immense stock is just 
twenty-four hours from your store. 
Immediate, almost instantaneous serv- 
ice is given orders arriving in the mar- 
ket. With few exceptions, shoes are on 
the way to the retail merchant within 
twenty-four hours of the arrival of the 
order. This means to you more sales 
and greater profits. 

The merchandising service offered 
by practically all houses is enormous 
in scope. 

Dealer helps planned for increasing 
the sales of footwear runs into millions 
of dollars. And all maintained for the 
direct benefit of the retail shoe mer- 
chants of America. 

We have mentioned only a few of 
the advantages offered in buying your 
entire footwear needs in this market. 
There are many more to be sure. 


Service to the merchant rendered by 
the St. Louis Shoe Market appeals to 
thousands of merchants. It can mean 
just as much to you and you'll find this 
service beneficial, particularly in 
Profits. 


ee 





“Shoes He? Sel” 


(a a 4-5-6,1926 26 Hotel Statler 
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Billtken illiken 


wea. us. ome oor hoes 


: = "2? te "re 
| different 


ILLIKEN Shoes look different, wear different 
fit different, and are different. 


Yndividuality sticks out all over Billiken Shoes. 
There are lots of shoes for kiddies, but only one 
BILLIKEN. 


With Billikens, you can build an individual business 
in your town, and attract a different class of trade 
to your store. The best trade everywhere demands 
Billikens—“The Shoe the Child Outgrows.” 




















There’s a “BILLIKEN” Salesman in your 
territory. If you are not on our regular 
calling list a line to us will bring the line 
to you. 





IN STOCK 













IN STOCK 





2586—Child’s BILLIKEN, Patent Leather Blucher, 

2512—Child’s BILLIKEN, Patent Leather Autumn fancy stitched, damp-proofed sole, welt sewed, 
Tie, plain toe, damp-proofed sole, welt sewed. spring heel, Chubby Last, 5-8......... $2.15 
spring heel, Chubby Last, 5-8.......... $2.15 2586—Child’s, same, : and E, 834-1144; also Misses’ 
2512—Child’s, same, 814-11%4................ $2.40 ine wc ace.ted $2.40 


There are no genuine Billikens unless the 
name is stamped on inner and outer soles 


MADE ONLY BY 


Shoe Yt 
ST. LOUIS U.S.A. 
Pageant of Footwear Fashions See Jan. 4-5-6,1926 Flotel Statler 


={ “shoes te? Sell” F 
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An Average Gain of One Million a Year 


ee og OT rm | 
4 cee Thea aE 
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$3,369,993,00 $9386910,27 


ERVICE, quality shoes popularly priced, in keeping with 
S advanced styles and patterns, together with large floor 
stock, “same day” mail-order service, constructive adver- 


tising and merchandising cooperation, have enabled Central Shoe 
Company to achieve this unusual record. 
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More and more merchants are Centralizing their merchandise, 
finding Central Shoes for Men and Women and Robin Hood Shoes 
for Children permanent business builders and a big factor in build- 
ing for them a more profitable and bigger business. You are bound 
to step ahead by doing business with the fastest growing shoe 
house in America. 








Central’s display at the St. Louis Fashion Pageant of Footwear 
January-4, 5 and 6 will delight you. Plan now to start off the New 
Year with the Central line. Write for details of our advertising 
plan for retail merchants. 


GENTRAL SHOE Co. & 
- Manufacturers St. Louis, U. S. A. 
Fageant of Footwear Fashions SMe Jan. 4-5-6 1926 Hotel Statler 


“Shoes de! $2). EEE ——> 
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HOLLYWOOD TIE 


A Very New Creation 


This striking model bears the 
mark of originality: It is 
made with a Tongue in All 
Tan Calf trimmed with Patent 
Leather over our 1300 Short 
Vamp Last with 18/8 Patent 
Covered Heel. 





Also a good seller in All 
Patent, Latest Kid Leathers 
and Fabrics now in vogue. 


Three to Four Weeks Delivery 
TO ORDER ONLY 


LAMPE 


Shoe Co. 


SAINT LOVIS MANUFACTURER U.S.A. 


To 2 2 77 0 0 oe Se) TT 0 
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“To Make a Smart Shoe Smarter” 


No. 
PRICE $480 Per Doz. Pair 
ABE MANHEIMER 


& COMPANY FESR ae 
4443 Cook Ave. St. Louis, U. S. A. - : ” No. 8889 


ERE MESEEE SEES ESSEC | SERRE LSS TTS 


When writing to advertisers please mention Boot anv SHoz REcorvER 
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The World's Shoe Style Center ——_» ST LOUIS 


bec Jtyle 


1925 








ad 


We: 


GENERAL OFFICES AND 
Sates Rooms 


Amana Bates, Boot ROWNO»Iit Style Service in ready to 
Se ship patterns was never more replete 


106 N. Eutaw Street 


ee with attractive numbers. The beautiful 
pol I9A00, 8a pump here illustrated is an example of the 

noma character of merchandise our designers 
are constantly creating. It is a pattern 
you can safely order in liberal quantity, as 
it is made on lines sure to hold good for 


408 Temple Bldg. 
the entire winter season. 


Fr. WorrTs ‘Sates Room 


Style illustrated is No. D377 


Women’s BROWNbilt Patent “Emerald” Buckle 
Pump, plain toe, 13/8 covered wood box heel, 
light single sole turn effect. AA 4-8, A 3%-8, 
B 3-8, C 2%-8 $ 
ances Serer D 376—Same in black satin 
Mercantile Sample Room 
PHILADELPHIA SALBS Room 
318 Forest Bidg. 
mH SaLus M 
Hotel Henry 


Paciric Coast DEPARTMENT g 6 
SS 0 - Our mail order service is always at your command 


|) — (° ) ——— | 


IN STOCK NOW 














SmaTTLs Sates Room 
607 Terminal Sales Bidg. 


“Sec e h Pwowds Vnos Gouge 


i 
Wuestine Sates Roo 
3 Ril 


Manufacturers 


ST. LOUIS 








& Jan. 4-5-6,1926 Hotel Statler 
Shoes 668 Sl h—_l———~—=&=zxz=&zx*={=az~m~=ma=~a—e=es=e=seee=° —- 











}) a She Worlds Shoe Style Center ——_, St LouIs A 
























































ESTABLISHEO 1872 


t+ 6 6 


N 
NU 


AMERICAN GENTLEMAN FORMEDIC 
PATENTED ADJUSTABLE ARCH SUPPORT 


No. 1676—Men’s Imported Australian Black 
Kangaroo Blucher, Welt Single Sole, Half 


tot; 


Introducing 


| C 
Last. 
ak, * 6% to 12B, 6 to 12C, Sto 330. 


Sil Formedic Adjustable 
fe Arch Support Shoes 


eA NEW SHOE built exclusively by Hamil- 
ton-Brown for cure or prevention of foot 
troubles. 


> a ort 





A patented principle in which heavy metal con- 
trivances are eliminated and replaced by a light 
weight arch support adjustable to any size or 
shape of foot. 


GENTLEMAN FORMEDIC 
ADJUSTABLE ARCH SUPPORT 


482—Men’s Tan Calf Lace Oxford, Welt 


ee ae ee ee ee ee ee eee eee ee le 








AMERICAN GENTLEMAN FORMEDIC 
PATENTED ADJUSTABLE ARCH SUPPORT 


Ne. 1475—Men’s Imported Australian 


Price 
Ne. 240i—Same in Black a Enright 
Last ice $5.85 


Independent of all Combinations—ME ANS—Individual Styles for your City 


Soft leather inserts are fur- 
nished with each pair. These 
inserts are slipped into a 
pocket in the innersole as 
shown, as many or as few as 
are required to produce the 
exact height arch support 
desired. As the foot im- 
proves under this _ treat- 
ment, the inserts may be 
removed one at a time until 


they are eliminated entirely or 
they may be left in the shoe 
continually without discomfort. 
Made from highest grade 
solid leather in late snappy 
patterns or conservative 
models, American Gentle- 
man Formedic Adjustable 
Arch Support Shoes are 
built for real service—long 
wear—quick sale and steady 
dealer profits. 


Write for details and 
free advertising cooperation 


: Hamilton-Brown Shoe Co. 


Saint Louis 


Boston 


i i ee ee el 
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NEW YORK 


Retail Trade Almost At Peak 


Unless there is a decided slacken- 
ing in the pace of the shoe business 
among New York retail merchants, 
sales totals for the last three months 
of this year will set new high rec- 
ords with the exception of the last 
three months of 1919. That was a 
period of extremely high prices, and 
on a pair comparison basis it is more 
than likely that the total volume of 
retail business here for Octo- 
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Public Continues to Buy Wide 
Variety of Styles 


Straps, Pumps and Oxfords Good in All Grades; November 
Business Continues to Hold Up with Prospects Ex- 
cellent for Increase During Holiday Period 


leather is still the leading seller. 
Some kid is being sold, but most 
merchants now regard it as a good 
proposition for spring, rather than 
for immediate selling. In the ad- 
vance Southern resort samples that 
are beginning to come out, the light 
shades of kid, such as parchment, 
are occupying a prominent place. 
Florida cloth, a new material of 
linen, in pastel shades and trimmed 
with fancy leather, is given much 
consideration. 





CLEVELAND 
Men Buying High Shoes 


Business in the retail shoe stores 
was better in October than it was 
in the same month last year. The 
industries of the city also increased 
production during October over the 
record for the corresponding month 
last year. The payrolls were in- 
creased during the month, and this 


- is certain to be reflected later in re- 


tail trade. The Chamber of 





ber, November and December 
will exceed all past records 
for the period. 

Demand for high grade 
footwear, particularly, is 
strong, and there is a ten- 
dency toward “trading up.” 
While there is a large volume 
of business in low priced 
footwear, this is being done 
chiefly by the chain stores. 
There is a noticeable lack of 
footwear at what might be 
termed “medium prices.” In 
other words, the bulk of busi- 
ness is being done here on 
shoes from $6 down and from 
$10 up. This applies prin- 
cipally to women’s footwear, 
of course. 

While simple patterns seem 
to prevail in women’s shoes 
at present, the tendency is 
toward elaborate materials. 
Even in shoes made of the old 
standbys, such as_ patent, 
satin and calf, there are little 
touches of fancy materials 
added to give the shoe a snap 
and dash. Such trimmings 
as lizard, snake, alligator 
(one of the newest things is 
blonde alligator), pin seal, 
highly embossed and metal- 
ized leathers give a much 
wider scope for decoration on 
























 FWRobinson Co. 


Commerce here surveyed 110 
of the larger factories of the 
city, and this showed an in- 
crease during October of 3% 





SLIPPERS, 
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per cent in payrolls. The sur- 
vey also brought out that 
wages will be increased dur- 
ing November. 

In the shoe stores trade 
depends, as it has in past 
falls, on the weather. When 
it is cold and snow falls, the 
stores enjoy a good trade. 
October was a bad month, 
with freezing temperatures 
| prevailing several days and 
snow falling on three days. 
Merchants report that trade 
was brisk. 

Low shoes were sold to 
women; the majority of men 
patrons purchased high 
topped shoes. This would in- 
dicate that women will again 
wear galoshes in numbers 
during the winter. 

The heavier grades of black 
shoes are being sold in the 
largest quantities. Gunmetal 
and calfskin are among the 
leaders in sales. Black is the 
prevailing color, although 
many merchants are looking 
forward to a pick-up in sales 
of tans. Black patents are 
about holding their own in 














footwear than has ever been 
seen before. 
In general materials patent 






The J. W. Robinson Co. of Los Angeles springs 


Christmas slippers on Nov. 6. 


sales. Black satins are still 
popular for social wear, al- 
though a great many may be 
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White Kid Shoes have become 


such an assured summer vogue that 
no really modern shoe merchant fails 
to plan accordingly — and well in 
advance. 


4 





oN 





s Fashion trends indicate another 
White season at our winter resorts 
in Florida and California, which is 
a forerunner of a big White season 

at all of Our summer resorts. 
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other White Kid Summer 8 Vii 


fe 
Prepare by Calling 7 P*¥, i) N 
for Cuir de Neige 
in Y our White Kid ie 


John R. Evans and Company 
Bere ae New 2 peed 
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Popular Styles of 


MATRIX In Stock 





The Bellevue The Shelburne 








5 — 35 6O Ss S&S me 


a 





B507—Patent Leather “Bellevue,” 13/8 

4 R 508—Patent Colt “Shelburne,” 13/8 

= wood box heel, AAA to D, 3% enamel wood box heel, AAA to E, 3% 
F to 9. 


$6.25 $6.10 


oOo = ao pm 


Finest Materials, Smartest Styles, Flawless Reed Craftsmanship. 
Soles Moulded to Fit the Bottom of the Feet. 
An exclusive MATRIX Feature. 


E. P. REED & CO. 


Exclusive Makers of Women’s Matrix Shoes 
ROCHESTER, N. Y. 


Fashioned in Our New York Style Studio 
MARBRIDGE BUILDING 
W. D. F. Gibson, Style Director 


Men’s Matrix Shoes are made by Alden, Walker & Wilde, E. Weymouth, Mass. 


CHICAGO: 
1316 Republic Bldg. 
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seen even on the streets of big towns. 


SAN FRANCISCO 


Regaining Ground Lost in October 


Retail shoe men of San Francisco 
as a whole are much encouraged 
with the opening of November busi- 
ness. There is a decided touch of 
winter in the air. People are be- 
ginning to take an interest in holi- 
day plans and afternoon shopping 
crowds are on the increase. As a 
result, sales in the shoe shops show 
a conservative but certain tendency 
to regain the ground they lost 
during the latter weeks of October, 
when conditions were such as to 
cause both doubt and alarm for the 
future. Sales were resorted to in 
some instances, but this emergency 
measure has worked to the detri- 
ment, rather than to the advantage, 
of the shops which put them on. 
The shops which “sat tight” and 
held to their prices are now showing 
a steady progress, while those which 
sought refuge in sales destroyed the 
consistency of their price and qual- 
ity standards and are having a diffi- 
cult time to readjust themselves. 

Black patent leather shows no 
symptoms of waning in popularity 
and black satin still holds second 
place in the material list. The 
Frank Werner Shops report a steady 
call for black velvets for general and 
dressy afternoon wear. This de- 
mand, which is exclusive with them, 
is no doubt due to the fact that they 
are showing some models in this 
material that are both well designed 
and distinctive. No other shoe man 
notices any activity worth mention- 
ing in this material. Kids in vari- 
ous shades of browns and tans, 
ranging from the light to medium 
dark, show an increased popularity, 
and it is the general belief that this 
demand will strengthen. 

The women’s shoe department of 
Roos Bros., especially, shows a 
marked activity in the brown and 
tan kids. This department is fea- 
turing many clever and well de- 
signed models. Among them are 
pumps developed in a light weight 
calfskin, very finely dressed and 
finished. These light calfskins, in 
browns and tans, are something new 
in the San Francisco market and 
exclusive with Roos Bros. They are 
finding a ready favor with women 
buyers. 

The men’s shoe shops report that 
the volume compares favorably with 
that of last year and is holding up 
in excellent shape. Perhaps 70 per 
cent of the business is done in tans, 
with blacks making a steady gain. 
Conservative lasts are generally 
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The French, Shriner & Urner store in the Book Cadillac Hotel, Detroit, 
has evolved a “clubby” unit arrangement of chairs, stools and smoking 
stands. 
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popular among all classes of men 
with the exception of the college boy, 
who goes in for the wide bottomed 
trousers and the heavy soled, broad- 
toed oxfords to go with them. 


CHICAGO 


Retail Stocks In Good Shape 


Chicago shoe business has not 
been particularly active this past 
week, in spite of some pretty wintry 
weather the latter part of the week. 
Generally, however, the merchants 
are well satisfied with the fall busi- 
ness and stocks are considered to be 
in splendid shape as a whole. One 
great redeeming feature about the 
season has been the salability of 
certain types of patterns and 
leathers. They have remained so 
staple that there is little “slow” 
moving stock. Velvets have been 
more active in the past ten days 
than they have at any other time in 
the season and, even so, the sales 
have not in any case been unusual 
or phenomenal. Patent leathers and 
satins still continue to be active 
above all other fabrics, although 
gunmetal kid and calf leathers have 
been gradually growing in strength. 

The most sensational thing (if it 
can be called that) has been the 
sudden demand for a short vamp, 
extremely wide-toed oxford of the 
three, four and five-eyelet variety, 
nicknamed the Charleston. This 
model has sold in patent, tan and 
black calf and the usual combina- 


tions of the black leathers, but has 
not been seen as much in satin. In 
some cases it takes the tie pattern 
and again in a tongueless oxford 
with ribbon laces and scalloped edge, 
but always with the wide balloon 
toe. The models have run from 
14/8 heels of leather to high 16/8 
and 18/8 covered wood heels. It is 
a racy model and has caught the eye 
of the younger folks with small feet 
and presents a very dainty appear- 
ance to the eye with short skirts 
and “coon” coats. 

Colored kids, too, are making some 
appearance in the stores, but as yet 
have not been taken up by many 
purchasers. Folks generally are 
very well satisfied with the darker 
shades for their footwear, and 
satins and patents supply that. 

There has been little new in the 
way of style save perhaps the F. E. 
Foster “Afternoon Boot,” which is 
reported to have been well received 
among the class of buyers who will 
pay $26.50 for a pair of shoes at 
retail. The university girls are re- 
ported to have been especially in- 
terested, which would seem to place 
the innovation in the fad class. 

The heavy snow and slush caught 
many merchants napping on the rub- 
ber and overshoe question, some 
having delayed the arrival of ship- 
ments even to the middle of the 
month. Happily there were not 
many of these in the Loop and 
Saturday was a big day for the 
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News That Cheers! 


The beauty of L & A shoes as you lift them from their 
cartons will warm the cockles of your heart. 


L & A shoes will cheer the dullest day—because L & A 
styles attract women to your windows and business to the 
store. L &A< shoes retail at popular prices ($6.50 to $8.50) 
and long profits and that fact is cheering too. 


Better hear this entire Good News Message direct from an 
L & A salesman. He is in your territory now. Write us. 


THE LAPE & ADLER CO 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 


November 21, 1925 
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rubber stocks. The men’s business 
continues to be just ordinary, with 
little of a spectacular nature to take 
it out of the doldrums. 


CINCINNATI 


Retail Trade Brisk Again 


A profitable bustle has settled 
over the Cincinnati market during 
the last week. All stores are doing 
a brisk trade. The stores have 
taken on a Christmas rush atmos- 
phere of activity. This may be due 
somewhat to late fall and pre-holi- 
day sales of odds and ends in sizes 
and styles, but the return of good 
shoe weather also has been a big 
contributing cause. 

As the busy whirl of the social 
season approaches all stores are be- 
ginning to feature more particularly 
the correct shoes for evening wear. 
Women are buying silver and gold 
kids, plain white and brocaded white 
satins to be dyed. In the cheaper 
grades of shoes the outstanding de- 
mand is for black satins, although 
this type of material is running 
good in all grades. 

Merchants reported a slight 
boost in sales of heavy shoes among 
women during the last few weeks. 
They attributed this to the sloppy 
weather. Black patent leather still 
leads in the sales of women’s shoes, 
with satins, velvets and suédes fol- 
lowing, but not closely. Galoshes 
are being sold in fairly large quan- 
tities because of the bad weather. 

“Styles for the spring are develop- 
ing along colored kids,” said Wil- 
liam E. Newbold, buyer for the 
Smith-Kasson Co., who has 
just returned from a spring 
buying trip to New York. 
“We will see a lot of real 
pastel shades featured and 
sold during the spring sea- 
son. Until the breaking of 
the winter weather there is 
little hope for anything else 
being sold or demanded ex- 
cept blacks. But the break 
in weather is sure to bring a. 
simultaneous break in_ the 
style tastes of the female 
buying public. This spring 
will be one of- the fanciest 
shoe seasons ever experi- 
enced. Pumps will lead, but 
strap effects of all kinds will 
have a large place in the 
sales to women.” 

Men still show a solidness 
of choice for tan low shoes. 
Some high shoes or boots are 
being sold, but these sales 
are not large nor especially 
noticeable, since conservative 
and_elderly..men always de- 
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mand shoes to cover their ankles at 
this time of the year. 


DETROIT 


Black Still Leads In Colors 


Business continues active in De- 
troit, many shoe merchants report- 
ing better than fair business. “The 
fact of the matter is,” explained one 
shoe merchant, “we look for so 
much more business than we can 
expect to get that we are always 
inclined to find fault. With two 
months to run, my business this 
year has already passed in volume 
that of last year, and still I kick, the 
same as most other shoe merchants, 
about business being slower than it 
should be.” 

October business of this year is 
ahead of that of October, 1924. No- 
vember has opened with the best 
of prospects for a continuance of 
increased business until after the 
holidays. There is little change in 
the style situation. Black is lead- 
ing in sales, patent leather being the 
best seller. Black satin is probably 
next in volume, although black kid 
is also good. Some stores report a 
favorable amount of business on 
tans of the lighter shades. 

Pumps are increasing in popu- 
larity and Detroit merchants are 
not slow to see the advantages of 
offering pumps and of selling 
buckles. The buckle business has 
probably never been so large as this 
season. Strap types still have their 
place in the style situation. Many 
of the favored styles are of the 
tailored order. 


The inviting front of the G. R. Kinney Co. 
store on Euclid Avenue, Cleveland, 


Evening slippers are having a 
good sale as the season advances. 
At the Wood-Levy Shoppe a number 
of novelties in mules and D’Orsays 
for boudoir wear are having a ready 
sale. Plain silver and gold kid 
mules were noticed among theeoffer- 
ings. Another novelty of this type 
of footwear was a metallic cloth in 
paisley patterns, gold and silver 
threads being prominent in the 
cloth. 


MILWAUKEE 


No One Style Leading; Business 
Good 


} Business has been very good in 
Milwaukee shoe stores since the be- 
ginning of November. Weather 
conditions have been very favorable 
for the sale of footwear, as it has 
been wet under foot and people 
realize the need of new shoes under 
these conditions. A blizzard which 
struck the city unusually early in 
the season brought about a big de- 
mand for rubbers and overshoes 
which cut down materially the early 
stocks purchased by local mer- 
chants. One store found itself well 
repaid for its policy of laying in a 
heavy stock of this merchandise 
very early in the fall, as it was only 
through this practice that mer- 
chants were saved from being 
cleaned out by the early storm. 
“Patents and suédes have been 
our biggest numbers since the be- 
ginning of the month,” stated Claude 
Caspari of Caspari & Virmond. 
“Colonials have been showing the 
greatest activity. They are selling 
in preference to plain pumps, 
straps or any other style.” 
“We have established a 
nice increase so far this 
month, and the outlook for 
the remainder of November 
is very favorable,” reported 
Robert Weaver, floor man- 
ager of the Walk-Over shoe 
store. “In the ten years I 
have been connected with the 
shoe business, I have never 
seen such an evenly sold stock 
as ours has been since the be- 
ginning of November. For a 
short time at the beginning 
of the season there was a 
definite trend to buckle 
pumps, but now it is difficult 
to say that any one material 
or style has been outstanding. 
We have- been selling patents, 
satins, black and tan calf, 
suédes, novelties and evening 
slippers. Low and high heels, 
straps, pumps and a variety 
of other styles have all been 
showing activity.” 
[CONTINUED ON PAGE 108] 
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CASE I 















Customer—“What kind of a sole has this 
shoe—is it leather?” 


Shoe Clerk—“Oh, sure. That’s leather, 
good leather.” 


Customer—“Well, will it wear—is it the 
kind we read about in the advertise- 
ments by the tanners?” 


Shoe Clerk—“Yes, I guess so... . it 
looks all right. ...” 


Send for our booklet explaining how sole leather 
ismadeanda brief history of tanning. 
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CASE II 


Customer—“What kind of a 
sole has this shoe—is it 
leather ?” 


Shoe Clerk—‘“You bet it’s 
leather. Honest American 
leather, made from the best 
cattle hides. This leather 
will wear and hold the shoe 
in shape, and the stitches 
won't tear through. It is 
tanned the good old way, as 
good leather as was ever 
made. Leather is the only 
healthful sole, anyway; 
leather breathes, you know 
—your foot is ventilated. 


Leather won’t skid or slip 
or mark floors or be cold in 
winter or burn your feet in 
summer. You can’t beat 
sole leather made in this 
country. It is an American 
product to meet American 
needs. Nothing can take its 
place.” 


Customer—“TI’ll take that pair. 


Leather is such an interest- 
ing subject to everyone that 
I should think all shoe sales- 
men would be as well in- 
formed as you are.” 


AMERICAN LEATHER PRODUCERS, INc. 
One Madison Avenue, New York, N. Y. 








Nothing takes the place of 


LEATHER 
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803 numbers—the new E-J line 


No—of course not—you would 
not think of stocking so many 
numbers. Nor need to. The 
Endicott-Johnson line simply 
offers youa wide choice. Youcan 
concentrate on it. It does not 
limit you to a few styles. You 
can choose exactly what best 
meets the demands of your par- 
ticular community and class 
of trade. 

And you can be sure that 
your orders and reorders will 
always have our most careful 
attention. Endicott-Johnson 
production is enormous. Man- 
ufacturing facilities are immense. 
Styles are the latest. Satisfac- 
tion to your customers is assured 
in every pair of Endicott-Johnson 
shoes you sell. 








* << 




















And remember this: Endicott-Johnson shoes, 
beginning with boys’ and girls’ shoes, are be- 
ing heavily advertised. Millions of homes are 
being reached—month after month. And 
this advertising is not a flash in the pan— 
it is continuous. E-J values and E-J advertis- 
ing are the greatest factors for building a 
profitable shoe business you can tie up with. 











The very unique system under 
which Endicott-Johnson operate 
—which keeps our huge plants 
going, our 17,000 E-J Workers 
contented, efficient and directly 
interested in every pair of shoes 
we make—means economy in 
manufacture; superiority in 
workmanship; unrivaled values. 

You fear no competition when 
you sell Endicott-Johnson 
“Better shoes for less money.” 

Have you the latest Endicott- 
Johnson catalog? If not, write 
for it today. Men’s dress, work, 
comfort, sport and hi-cut shoes; 
women’s novelties, Oxfords and 
comfort shoes; boys’ dress, 
school and scout shoes; girls’ 
Oxfords, pumps and school 
shoes; infants’ footwear. 


ENDICOTT-JOHNSON 


Better shoes for less money 


~ 


Endicott, N. Y. 


Jersey City, N. J. 


Complete stocks carried in warehouses in 
the above cities to make quick deliveries 


St. Louis, Mo. 
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SHOE TRAVELER NEWS 


Edited by Helen M. Haney, Associate Editor 


Helpfulness Is a Salesmanship 


Essential 
By R. J. Herchenroeder 








Sales Manager of Wohl Shoe Company, St. Louis 


of our company to offer as 

much assistance as possible to 
our trade. We want our salesmen 
to realize how essential it is to them 
and to us that our customers mer- 
chandise properly. There is _per- 
haps no other department in the 
commercial field as hazardous as 
the proper merchandising of ‘style’ 
shoes. Patterns change so rapidly 
that unless the merchant is thor- 
oughly posted, he cannot make a 
success, 

“Extreme styles in shoes have 
been steadily increasing in popu- 
larity in the past years, and most 
merchants are catering to that de- 
mand. Women now pay as much, if 
not more, attention to their foot- 
wear as to their millinery, coats and 
dresses. This has brought about an 
amazing increase in the volume of 
shoe sales, but with the increase of 
volume has come an increase in 
hazard. 

“We tell our shoe salesmen that 
the progressive merchant today 
realizes he must have a quick turn- 
over, and the safest way to be as- 
sured of a quick turnover is by buy- 
ing footwear as it is needed. We 
attempt to carry ‘fast’ styles for 
immediate delivery, offering the 
merchant an opportunity of buying 
his shoes in smaller quantities and 
just as he needs them. This elimi- 
nates the risk of purchasing shoes 
which, when they are delivered and 
are ready for sale, are undesirable 
because of the change of style and 
must often be sacrificed at a loss. 


Don’t Overload Merchant 


“The traveling shoe salesman 
should take vital interest in his 
trade; he may pride himself on 


‘TE has always been the policy 








using shrewd sales tactics by over- 
loading a merchant, but these 
methods eventually prove unprofit- 
able, as the merchant loses confi- 
dence in the salesman and the house. 
Study your prospect—determine his 
needs and help him by selling him 
merchandise that you feel he can use 
to advantage. 


‘ 





R. J. Herchenroeder, sales man- 
ogee of the Wohl Shoe Company 


St. Louis, recentl sent some 
very constructive “ ” through 
the mail to the company’s sales 
force for the purpose of helping 
the retail shoe merchant to mer- 
chandise more correctly. These 
“talks” may be interesting, not 
only to salesmen, .but to the 

mt as well 


“We maintain a ‘distribution de- 
partment’ to keep our trade gener- 
ally informed. It is the aim of the 
men in this department to make a 
careful study of the style trend and 
economic conditions and then pass 


this data to the traveling salesmen 
and to the customers. 

“Good salesmanship goes hand in 
hand with helpfulness.” 


Juneau with Freeman- 
Beddow 


“Sam” N. Juneau, formerly with 
the Selz-Schwab Co., has now joined 
the salesforce of the Freeman-Bed- 
dow Shoe Mfg. Co. of Beloit, Wis. 
His territory is the Hoosier State. 
Sam has had an extensive acquaint- 
ance with shoes and shoe selling. It 
will be remembered that in 1900, he 
joined the Selz-Schwab organization 
and for nine years traveled Western 
Illinois for this house. In 1909, he 
was placed at the head of eight men 
in Indiana—all selling Selz-Schwab 
shoes; in 1920, he was delegated to 
go to the Pacific Coast, where he has 
remained selling the Selz-Schwab 
line until his connection with the 
Freeman-Beddow Shoe Mfg. Co. with 
his old territory—Indiana, to cover 
and his wide circle of Hoosier shoe 
merchants waiting for “Sam” to 
show ’em. 





Betts Is Convalescing 


A. A. Betts, head of the Penn- 
sylvania Shoe Travelers’ Associa- 
tion, is on the road to recovery. 
Mr. Betts sustained a serious auto- 
mobile accident about the middle of 
October. It was on the Buffalo-Erie 
Road, just outside of Northeastern 
Pennsylvania, that he lost control of 
his car. He escaped with a broken 
rib and two severe cuts in the head. 
If the boys wish to write to Mr. 
Betts he can be addressed at Hotel 
Henry, Pittsburgh, Pa. 
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OUR LOWELL PLANT 


WHERE THE FOLLOWING 
HIGH GRADE CALF LEATHER TANNAGES ARE PRODUCED 


BLACK ROYAL—TAN ROYAL 


Color Nos. 10 and 12 


WILLOW 


Nos. 111, 115 and 116 





QUALITY AND QUANTITY PRODUCTION 


For Men’s and Women’s Shoes 


a 
poner on Hide & Leather i COatpeiny 


Offices and Stores ty 
BOSTON NEW YORK CHICAGO § ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER COMPANY, Ltd. 
Northampton and Leicester, England; Paris, France 


“ 


Calf, Kid and Side Upper Leather Tanneries 
Lowell Peshedy Woburn Chicago Sheboygan’ Baliston Spa Curwensville 
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Fred W. Stanton, for 27 years 
secretary of the Southern Shoe 
Travelers’ Association, and who 
has long been idéntified with shoe 
selling in “Dixie land,” retired 
recently from the road 





“Jim” Drury with Vollman, 
Lawrence 


“Jim” Drury, for a quarter of a 
century a popular member of the 
shoe selling force of Moore-Shafer 
Shoe Mfg. Co., recently decided to 
join the salesforce of the Vollman, 
Lawrence Shoe Co. of Cincinnati. 
He is now covering his old territory 
of Tennessee, Virginia, Kentucky, 
and large cities of the South, South- 
east and East, for his new connec- 
tion. “Jim” Drury has a host of 
friends among the shoe merchants 
of the country. 


Bauer with Heim & 
Doremus 


. Henry Bauer travels the South- 
west and from Chicago west for 
Heim & Doremus, Inc. For fifteen 
years prior to joining the Heim & 
Doremus, Inc., salesforce, Mr, Bauer 
traveled for J. & T. Cousins, Inc. 
He is one of the most popular men 
covering this territory. 


Big Orders from Texas 


Edwin Clapp & Son of East Wey- 
mouth, Mass., have been selling their 
shoes in Texas for many years. This 
season they have received orders 
from that State which in many in- 
stances are way ahead of any previ- 
ous orders from that territory. 

They have just received an order 
for several thousand pairs from a 
customer of long standing, which 
exceeds any order ever taken by them 
from the “Lone Star State.” 
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Fred Stanton Retires 


Fred W. Stanton, who for many 
years, has traveled the South, has 
decided to give up selling shoes on 
the road. His last connection was 
with the house of Hervey E. Guptill 
of Seabrook, N. H. For many years, 
he was secretary of the National 
Shoe Travelers’ Association and for 
27 years secretary of the Southern 
Shoe Travelers’ Association. 


Colburn with Guptill 


Frank M. Colburn, for many years 
identified with the selling of women’s 
turn shoes, recently joined the sales- 
force of Hervey E. Guptill, with 
territory from Washington and 
Baltimore, South. 








“Jim” Drury, who travels Ken- 
tucky, Tennessee and Virginia for 


Vollman, Lawrence Co. He is 
known as “The Grand Young 
Man of the Shoe Travelers” 





Waxelbaum with A. M. 
Creighton 


Sol J. Waxelbaum, who for several 
years has traveled the South, has 
recently joined the salesforce of A. 
M. Creighton. He started in this 
week to cover Baltimore, the larger 
cities of the South, Kansas City, St. 
Louis, Des Moines, Omaha, and up 
through the Middle West back to the 
Lynn factory in time to incorporate 


in the new lines for the January: 


Show in Chicago some of his own 
ideas for style-ing up” the line. 

Mr. Waxelbaum’s suggestions in 

-regard to footwear fashions are 

highly regarded by his house and 
his trade. He understands shoes in 
the making, as well as merchandising 
and selling them on the road. 

He commenced his shoe career in 
the J. H. Winchell factory at Haver- 
hill—later, he went on the road for 
his uncle’s house—E. A. Waxelbaum 
& Bro. of Macon, Ga.—that was in 
1918. Since that time, he has repre- 
sented other houses, but always 


covering the South and Middle West. 
He is a member of the Southwestern 
Shoe Travelers’ Association. 





Hi 


The Burdetts Travel 


Edgar Burdett of the Burdett 
Shoe Co. of Lynn, started in early 
November on a five weeks’ - trip, 
carrying a new line of samples. L. 
F. Burdett is expected back to the 
factory in early December. 


“Ed” Buzek with Sinbac 


“Ed” Buzek, who has been the 
representative of the Cleveland Shoe 
Co. in Ohio for over 20 years, 
“startled” his friends a few days 
ago, with the announcement that he 
had resigned that position to become 
the representative of the Sinbac 
Shoe Co. of Chicago in the Cleveland 
and Eastern Ohio, and Western 
Pennsylvania territory. 

“Ed” has established offices at 280 
The Arcade, Cleveland where he has 
a complete line of his company’s 
stock.’ He has been gratified with 
the manner in which his old patrons 
have “taken to” his new line. 

Buzek is one of the best known 
and most popular of the shoe travel- 
ers in the Middle West. Few men, 
if any, are better known than Buzek 
in this territory. For 10 years his 
associates have been electing him 
secretary-treasurer of the Cleveland 
Shoe Travelers’ Association, and he 
has been tireless in his efforts for 
the welfare of that organization. He 
was an officer of the Cleveland Shoe 
Co., and on account of his long asso- 
ciation with it, this new step was a 
big surprise to his fellow travelers. 





Ed Buzek has joined the sales- 

force of The Sinbac Shoe Co., 

Chicago. He will cover Cleveland, 

eastern Ohio and western Penn- 

sylvania. He is secretary-treas- 

urer of the Cleveland Shoe Trav- 
elers’ Association 
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- SHOE 


17 STYLES IN STOCK 


Stock No. 205 — Stadium 
Last, Black Kid Bal, Com- 
bination Pattern, 

Edge, W: 


TH si OS, 


Price $5.90 








TWO BLACK KIDS IN STOCK 


HE upper stock is of small fine South American skins—beau- 

tifully finished and of medium weight. The soles are all cut 

from Oak-bends of the first grade—13 iron edge. The double 
twill are is a factor in keeping the shoe in shape throughout its 
long life. 


The large purchases, the economies of manufacturing stock 
shoes and our efficiency of stock department merchandise make 
it possible to price these shoes at $5.90. 


To the retailer these shoes show a handsome profit at $10, an 
ordinary profit at $9, and are in stock ready for shipment im- 
mediately_on receipt of your order. 


Just Wright Shoe Styles in Stock 


_E.T. WRIGHT & CO,, Inc. ROCKLAND, MASS. 
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S. Preston Moses, who covers the 


South for Edwin Clapp & Son, 
Ince., of East Weymouth, Mass. 


“Pres” Moses Says South 
Flourishing 

S. Preston Moses, who travels the 
South for Edwin Clapp & Son, Inc. of 
East Weymouth, Mass., has returned 
from his trip. Mr. Moses found the 
South in very fine condition with 
good crops and retail merchants de- 
cidedly optimistic about good busi- 
ness throughout the coming months. 

As a background for his state- 
ments, S. P. produced orders well in 
advance of this past season, as well 
as of this season a year ago. 


A Good Samaritan 


Elmer Smith, who represents the 
Boyden Shoe Co., Newark, N. J., in 
the Central West, recently became 
ill and was obliged to give up his 
trip. Immediately his friend Charlie 
Evans, with LaValle & Lo Presti, 
came to the rescue. 

Being temporarily caught up on 
his own line, Charlie opened the 
Boyden samples recently in Chicago 
and also called on some of Mr. 
Smith’s accounts in Indianapolis, 
Cincinnati, Cleveland and Detroit. 


Simplex Add Two 
Salesmen 


W. G. Rischelle, formerly travel- 
ing for the Weyenberg Shoe Manu- 
facturing Co. of Milwaukee, is now 
connected with the Simplex Shoe 
Manufacturing Co., selling Simplex 
health shoes in Kansas. 

C. W. Gross is the new Simplex 
representative in Missouri and Ar- 
kansas, where he has had previous 
experience selling children’s shoes. 
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Lincoln Reports Good 
Business 


Edwin Clapp Lincoln, of Edwin 
Clapp & Son, East Weymouth, Mass., 
has returned from a trip occupying 
the month of October. While away, 
Mr. Lincoln visited several retail 
merchants selling the Edwin Clapp 
Shoe and in every instance found 
unmistakable signs of good business. 


Goss with Lind 
Harry P. Goss, well known to the 
big shoe trade of the country, has 
recently joined the selling staff of 
the Lind Shoe and Slipper Co. of 
Worcester, Mass. He will sell the 
volume trade. 


George T. Wiley Is Dead 


George T. Wiley of 82 Lincoln 
Street, Boston, long identified with 
the shoe industry, as salesman to the 
volume trade, and for many years 
representing C. W. Bennett, Inc., 
Fitchburg, Mass., died at his Dor- 
chester, Mass., home on Tuesday 
afternoon, Nov. 10, after a brief 
illness. Mr. Wiley was one of the 
directors of the Boston Shoe Asso- 
ciates—an organization composed of 
men of high caliber and good busi- 
ness ability, many of whom starting 
as traveling salesmen have become 
members or heads of shoe manufac- 
turing concerns. 

Mr. Wiley had a wide circle of 
friends. He started on his shoe 
career at the age of 14, as a stock 
boy, in one of the big wholesale shoe 
firms of Boston and was known and 
esteemed by practically every mer- 
chant visiting the Boston market. 

Outside of his shoe interests, his 
entire time was devoted to Masonry. 
He was one of the foremost Masons 
mm the State. 

Funeral services were held from 
the Pilgrim Congregational Church, 
Upham’s Corner, Dorchester, Nov. 
13. 

He is survived by a widow and a 
son. 


Hinton Wins Gold Medal 


“Jim” Hinton, one of the popular 
Pacific Coast shoe salesmen of Jo- 
hansen Bros., is a “gold medal win- 
ner.” The Johansen Bros. boys are 
all live wire shoe sellers, but “Jim” 
has.set a fast pace, “walking away” 
during the last eight months with a 
twenty-dollar gold piece prize six 
times and registering second four 
times out of a possible ten. 
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Harry Hale with Wm. H. — 


Walker 


“Harry” Hale, formerly of Mill 
Village, Pa. and now of Franklin, 
Pa., has taken territory comprising 
a portion of Western Pennsylvania, 
for the Wm. H. Walker & Co. of 
Buffalo, N. Y. This territory was 
formerly covered by Mr. Hale’s 
father, J. L. Hale of Westfield, N. Y., 
who had a very large following. 
Harry Hale looks forward to serving 
his father’s old customers and in- . 
creasing the number of accounts. 





Foukal with Thomson- 
Crooker 


Charles Foukal, who has been the 
Cleveland representative of the Sin- 
bae Shoe Co. of Chicago, is now with 
the Thomson-Crooker Co. of Boston. 
He is known as an aggressive sales- 
man, and one who has a host of 
friends in the territory. 


George Gregory: “Styling 
"Em Up” : 


George Gregory, in charge of the 
style end for the Shoe Specialty Mfg. 
Co. and Jefferson Shoe makers 
branch of the International Shoe Co., 
writes that he will show a “hum- 
dinger” line of samples, both in St. 
Louis and Chicago: Mr. Gregory 
will make his headquarters at the, 
factory and will be glad to see his 
friends who may come to the St. 
Louis market at his office in the fac- 
tory, at 3417 Locust Street. 





George Gregory, of 8417 Locust 
Louis, 


Street, St. in charge of 

sales and styles of the Shoe pe 

cialty Mfg. Co. Branch of the 
tional Shoe Co. 
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Public Continues to 
Buy 
[CONTINUED FROM PAGE 99] 


“Business has been just sailing 
along,” declared Charles H. Lew, 
buyer for the shoe department at the STOCK DEPT. 5 
Boston Store. “We had a wonderful SNAPPY SNAPPY 
October, showing the biggest in- ACTION! 
crease ever recorded for a single 
month, and we. are running ahead 
for November. Women are buying 
a little of everything, but patents is 


are leading and satins fall into sec- [= 
ond place. The big demand for SNAPPY SHOES 


pumps has been slowing up slighty | FOR YOUNG MEN 


i U; the min : 
and the trend is toward straps and Pp to ute Styles: Belling 


A. E. NETTLETON CO. gores. Men’s business has been ex- please. Investigate. 
H. W. COOK, President ceptionally good, but that is fairly CRAIG-REED & EMERSON, Inc. 
Sprecass, H.-F CSA. staple as to style and material.” -Bestob-Ofice 10 Hien Be: Rotm-004 


MEN'S FINE SHOES EXCLUSIVELY 
ST. LOUIS 
Normally Good Trade Reported i ewe 


Business for the week ending 
Nov. 14 was described by retail shoe 
merchants as being normal. The 
latter half of the week was much 
improved, with some large days re- 
ported. The upward swing started 
about Tuesday and held well for the 
remainder of the week. The month 
of November thus far continues to 
equal sales volume of 1924. With 
these figures already apparent, no 
doubt the month will terminate with 
an increase, as business is- antici- 
pated to improve as the holiday 
period approaches. The figures for 
the year are of course in excess of 
those for 1924. In some cases the ~ HENRY LILLY CO. 
increase is of considerable size. 88-90 Reade St. New York 

Women have about decided that AUCTION TRADE SALES 
patent, satin and tan calf will meet « 
their most exacting requirements. SHOES and RUBBERS 
Here are some figures recently ac- Every Wednesday and Friday 
quired from the most exclusive store 
in the city. The three principal — 
styles sold were patent, satin and PULLIN TRAVELING SU 
tan calf. Forty per cent of the vol- imate tnt py 
ume was patent, with 30 per cent mee OLY oth, Ganuins 
each of satin and tan calf. Of aa oe oe 
course a few other styles were full sizes 3 toll in Stock 
mixed in, but the figures given are M. GUSTIN CO. 
approximately correct. One-straps anes Serre 


were evenly divided in this store 

with pump effects. In the showing 

of tan calf some twenty patterns 

were displayed and only one was a 

high heel type. The rest were pump 

effects of various kinds with low THE SHOE FOR MEN 
ELLIOT SHOB CO. BROCKTON, MASS. 


heels. Another store with a popu- 
lar priced line reported that on 


Saturday last 50 per cent of their 

business was done on two shoes, Do You Know ? 

both tan calf oxfords of the brogue Thos. ton atk bes ore . 

’ it : j i or sell i roug 

«| (OF yg effect with low walking heel. In the “Where to Bay” columns. This 
‘ some stores there is a demand for feature in its quick service is a time 


aHIGHE RADE ONLY” patent in trimmed effects. The saver in meeting immediate needs. 
£ A trimming is so slight as to be almost 


iT 
AST WEYMOUTH.MASS. U. 
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bref FOOTWEAR MFG. cee INC. 
Office, Security Bldg Bldg. Svin.* w. 
ing HIGH ¢ GRADE MULES and D’ORSAYS 
























































DR. CAMPBELL’S 


HEALTH SHOE 


Ask for New 


Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 























Many dependable and 


rofitable s' 


P tyles con 
stantly in Stock. Send for latest price list 
H. K. GARDINER CO., PITTSFIELD, 'N. H 




















Ne. 250. $2.50 per 100 











Maker ef Artistic 


NEW YORK 
Established 


EMIL RUBLACK 


Price and Sale Tickets 
Samples Mailed Free on 


140-142 WEST BROADWAY 
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hegligible. The tendency seems, 
however, to receive greater recog- 
nition, as the patterns being shown 
are on the increase instead of di- 
minishing. The golden brown kid 
touted slightly early in the season 
has a few admirers. Some oper- 
ators have intimated that an at- 
tempt to stage a comeback for this 
material will be launched in the 
spring. 


BOSTON 


November Trade Good 


Retail shoe merchants report that 
October business was ahead of that 
of last year and that November 
business, while experiencing some 
ups and downs, due chiefly to vari- 
able weather, looks as if it would 
likewise exceed that of November, 
1924. Big buyers of shoes are con- 
stantly leaving their stores to visit 
the various markets of the country. 
There is much interest expressed in 
the Chicago and St. Louis January 
shows and many of the buyers are 
planning to be on hand. 

Straps are generally the largest 
sellers, especially to the average 
woman. The young girls are buy- 


_ing pumps, mostly in the $5 and $6 


grades. Especially attractive to 
this trade are buckles, and thus a 
double sale is made in almost every 
case. The type of buckle in de- 
mand costs about one-half the re- 
tail sales price of the pump. The 
higher grades of pumps with gold 
and silver kid trim, and other at- 
tractive patterns, are selling for 
evening wear. Little narrow 
tongues and tongues with underlays 
of silver or gold kid are among the 
new numbers. Brown tones are 
popular, with black just as strong 
as ever. 

Hosiery in all shades of tan, from 
the very light tones to the rugby 
tan, are selling well, and gray in 
light and medium shades and gun- 
metal. 

In those stores featuring comfort 
footwear, high shoes are selling in 
greater numbers this fall than ever. 


ROCHESTER 


Strip Pumps in Better Demand 


Business in local shoe stores has 
been much improved since the first 
of November and local shoe men 
look for a continuation of good 
business throughout the year. 
Patents still lead in the volume of 
sales. Strip pumps in patent are 
reported to be much more popular 
than strap patterns. Buckles are 
extremely popular and several stores 
report this as the biggest buckle 












BALLET SLIPPERS—IN STOCK, 
of the unusual kind 


Style Ble2 Blk. Glazed 
Kid, Soft Tee 


6-11 11%-2 2%-8) 
$is0 “site atas 
Scuwanrz 4 HERDER 


241 Nor tith Street = Philadelphia. Pee 








IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.26 pr. 





BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 








BALLET SLIPPERS 
BLACK VICI KID—IN STOCK 








Athletic Shee Mig. Co., 124 N. Third St, Philadelphia 








QUALITY BALLETS— —srdix 


Soft Toe Tee 
6/11 $1.15 /1l $2.26 
11%/2 1.20 1a? 2.30 
2% 1.36 2%/ 2.35 
15c Extra request. 
Alse a and Wemen’s Silppers of every deseripticn. 
TROPOLITAN SLIPPER CO. 


ise Wit B’way, near Duane St. 








SOFT TOES 





















ARLE 
shoe patterns 


ARLE SHOE PATTERN RN CO. 








50 MAIN ST., BR 




















T. W. Godsoe, Pres, F. B. Jones, Treas. 
W. G. Donald, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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season that they have-ever enjoyed. 
The popularity of buckles partially 
explains the big demand for strip 
pumps. Another reason for the big 
sale of buckles is the policy adopted 
by several stores of allowing extra 
commissions on every buckle sold, 
which has stimulated the salespeople 
to greater efforts in the sale of 
buckles and is largely responsible 
for the increased sale of strip pumps 
and D’Orsays. 

Satins continue to sell and are 
still reported as the second most 
popular material. Kid leathers in 
combinations and in patterns all 
black kid are increasing in popu- 
larity and there is a growing de- 
mand for oxfords and gore patterns 
in black calf. 

Snow and cold weather have ma- 
terially helped the sale of rubber 
goods and several merchants who 
were waiting for December to start 
the demand for galoshes and over- 
shoes have found it difficult to meet 
the demand for rubber footwear, 
and local jobbers who handle rubber 
footwear report a big early season 
demand for rubbers, galoshes and all 
types of arctics. 
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Peace in Brooklyn 


After three months of discussion 





The best raw materials contribute to 
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WeeeSENS 


Uniformity. 
WeatVirelntaPuip&PaperCo 
it m 
= okay NewYork | Chicago Sur c 
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FlexibleTurn Shoes 























No matter what policy you may 
pursue in selling to the shoe trade, 


nevertheless, you need the 


Beot and Shoe Recorder 
All the Time 








followed by a vote of the workers a 
satisfactory agreement covering 
working conditions and wage scale 
has been signed by workers in 
Brooklyn and New York shops and 
by members of the Shoe Manufac- 
turers’ Board of Trade. The agree- 
ment is to remain in effect for one 
year. The vote of the workers 
showed an overwhelming majority 
in favor of the agreement. All fac- 
tories are now in active operation. 


Wet Sole Leather Burns 
Easily 


H. L. Nunn, of the Nunn, Bush & 
Weldon Shoe Co., gave some sound 
advice to the general public in an 
interview published in a local news- 
paper when he warned against plac- 
ing wet shoes against a hot radiator 
or heater. He stated that many men 
get the sole of their shoes wet, and 
then place their feet on the heaters 
under the seat of a street car and 
burn the soles. He said that damp 
leather burns much more readily than 
dry leather, and also noted that a 
sole that is put near a radiator when 
only the outside has dried naturally 
is apt to burn on the inside, leav- 
ing the outside apparently sound. 
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Yoursizes) 


TRADE MARK 


Style Shoes for Stout Women 


In Stock Now 











Of interest to advertisers 
and non-advertisers 


Writes a Western dealer: 


“Just a few lines to let you know 
how our advertising is going over. 


Style B242—Patent leather side gore slipper, black Since advertising we are selling 
eoze calf apron. Goodyear welt construction, with more Coon shoes to new customers 
a built in steel arch supporting shank. Solid leather than to old customers. That has 
“cling tite’’ counters, solid leather heel. Wingfoot been .our trouble in the past; we 
top lift. Built over a last that looks short and fits could hold our old customers, but 
amply long. were not making new ones fast 
Widths E and EEE. Sizes 2/4 to 10. enough. 
Price $5.25 “During August we sold 39 pairs 


to new customers and 27 to old. 
In September we sold 58 pairs to 
new and 31 to old. In October 62 
pairs to new and 47 to old, so | 
think we are doing well as 
weather conditions out here have 
been against us.” 


In this period the dealer ran six 


6-inch double column ads. 


A wonderfully easy, smooth setting one strap, that Just what would it cost you to run 
fits up in the arch and clings to the heel. Goodyear a similar sized ad once a week? 


welt construction, 14/8 Wingfoot Cuban heel. Built . , 
in steel arch supporting shank. And, would ad not be worth it, con- 
sidering that in selling Coon shoes 


Style B238—Patent leather $5.00 you are building for the future, by 
Style B239—Black Satin $5.00 building up a clientele of satisfied 


Style B249—Black Velvet $5.00 
Widths D, E and EEE. Sizes 214 to 10. 




















Se 


165 N. Water St., Rochester, N. Y. 
Chicago Office: 189 W. Madison St. 















































When writing to advertisers please mention Boot awn Suor Reconpm 
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It happens every day in 
thousands of shoe stores « 


WHAT HAPPENS 





When Mrs. Jones comes into your store to buy a can positively eliminate this condition with a MIR- 
pair of shoes? After looking over your assortment ACLE SHOE LENGTHENER, because it exerts 
she finally settles on a certain style. She wears size lasting pressure from heel to toe without rg? to 
“an 6B r the best you’ve got, she complains that the shoe. One instrument fits all sizes of Men 
are trifle short. She can’t be switched. Women’s and Boys’ shoes. Operates quickly, = 
WHAT HAPPENS? — BINGO — another walkout, parts to change, nothing to get out of order, will give 
+ pee a years of faithful 
ry ood customer Lengthens a shoe one whole size service. It’sa real 
lost. This inci-| - sale saver. Get 6 















dent has _hap- 
pened to you and 
happens every 
day to thousands 
of retailers. You 


yours today. Your 
Findings Jobber 
has it, or will get 
it for you. 














A Necessity 
_ It Pays for to Every 
Itself the Shoe Store 
First Time 





Used 











SOLD BY LEADING FINDINGS JOBBERS AND 
SHOE STORE SUPPLY HOUSES | 














Jobbers can be supplied by JOHN LAWRIE & SONS, 366 West 
Note Adams Street, Chicago, Ill. This concern sells to jobbers only. oJ 














/ Cheerful Christmas 
Windows Mean 
Greater Sales! 


-Make Your Window Displays 
Compel Attention 





“Good Cheer” and the “Christmas Spirit” are ex- 
pressed in every piece of Schack’s window and 
store interior decorations: for. the Yuletide 
Season. 













Here is a good idea illus- 
trated which gives evidence 





Christmas Wreath 


Made of papier mache ond of ad vanced designing, 
laborate' wi ; : 

ae Eeaue aon tee. originality of idea and low- 
Birds done in natural colors. ness of price. 

Diameter 32 in. Drop drape 

> SCHACK’S FAMOUS 





1 inch en Roping 
Christmas Red and Green in perfect 
colors, more brilliant in color, is 


silkier and drapes more gracefully. 
Schack’s Roping is almost twice the 
No. EACH ‘Abe d iso text, oS bolt. $ 
ou e t. 1.45 
BR 40 c per bolt. 








SCHACK’S 
CHRISTMAS 
FLOWER BOOK 


Will be mailed you FREE on 
request. Ask for Christmas 
Book BR No. 1. 





SCHACK 
ARTIFICIAL FLOWER CO. 


‘ain Office and Factory Downtown Salesroom 
Main Of N. Robey St. CHICAGO 63 E. Adams St. 
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“Q. 55 22" Na a a ®., C. 22 





“Without Quality Thee Cannot Progress” 





ORDERS are FACTS that speak for them- 
selves, and the country wide orders for our 


QUAKER BROWN 
Color 22 


Show it to be the most satisfactory shade of MEDIUM 
BROWN KID with buyers of most respected judgment. 


We are still compelled to concentrate on this colors@nly . 





wegen QUAKER CITY MOROCCO CO, “Sen 


When writing to advertisers please mention Boot anp Suoz Recorp ER 
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Two New Pump Patterns 
Patent Leather Regent Pump : 


Tan Russia Calf 
Gore Pump 


In Stock ga 


No. B374, $4.35 
PATENT LEATHER REGENT - TAN wpe ad GORE 
PUMP SEND fond 

(Wilson Process) 
263 Last 16/8 Spike Louis Heel SIZES 264 Last, 12/8 Wood Cuban Heel 
Fiber Top Lift Metal Ornament 
AAA, 4% to9 B,3 to9 


AAA, 4% to8 B,3 to8 
AA,4 to8 GC, 2% to 8 “Terms: Net 30.Days AA, 4 to9 C, 2% to9 
A, 3% to8 D,3 to7 A,3%to9 D,4 to8 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 
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ECONOMY 


Economy is not so much a matter of dollars and cents as 
it is of weeks and months. Murphy Shoes deliver an 
astonishing amount of wear per dollar. 


Heavy Shoe Buyers are as exacting 
in their requirements as they are 
quick to recognize a good value. 
They cannot fail to appreciate 
Murphy Shoes once they have worn 
a pair. 


Write for In Stock catalog. 
Terms 2/20, Net 30 days. 
F. O. B. Boston. 





No. 3383 No. 7324 


Policemen’s Biucher 
Cut from fine, mellow Diamond Calf. Wear- 
proof Lining, Uskide Sole, Black 
No. 3339—Black Elk, Cordwear Sole, Whi Storm ‘Welt. Sizes, 5 to 12. 
Storm Welt to Heel. Cadet Last $3.35 ne, Tete funsen Last, Leather Arch rH - 
por unter ' 


No. 7326—Same, with Double Oak Soles.$4.15 


No. 3333—Chocolate Korited Elk, Uskide 




















J. D. MURPHY SHOE CO. - i : NATICK, MASS. 


When writing to advertisers please mention Boot anp Suor Recorper 
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Seasonal Lull Reported in Some 
Parts of Country 


Condition Not Country-wide, However 


MILWAUKEE 
Manufacturers Busy 


Reports from local factories indi- 
cate that conditions are improving 


in Milwaukee and throughout the ~ 


country. Business for this month 
is showing an increase in many in- 
stances and the outlook for the 
future is bright. 

“Business is very good and or- 
ders are coming in nicely,” stated 
J. C. Johnson, sales manager of 
the Nunn Bush & Weldon Shoe Co., 
manufacturers of men’s. dress 
shoes. “We are doing better at 
the present time than we were last 
month, but the increase was ex- 
pected at this time of the year. 
Our Mogul last has been very good 
this season, and it is our biggest 
number for next spring. Our 
leather lined shoes for winter wear 
have been much better than we an- 
ticipated.” 

“We have no complaint to make 
about business for this fall as we 
have been going ahead each month 
since last July,” declared C. H. 
Madsen, sales manager of the F. 
Mayer Boot & Shoe Co., manufac- 
turers of women’s shoes. “Many 
pumps are selling and patents are 
showing the greatest activity for 
women. Our men’s factory at 





Luddington, Mich., is also behind 
on orders. Light tan calf is show- 
ing the most activity in this line.” 

“Our immediate business is 
fairly good and new models for 
spring are now coming through. 
These will be on the road about 
the end of November,” stated 
Joseph L. Casper, president, treas- 
urer and general manager of the 
Kalt-Zimmers Manufacturing Co., 
manufacturers of women’s McKays 
and misses and growing girls’ welts. 


LYNN 
Business Drops Off 


Immediate business may be re- 
ported as seasonal; that is, slowing 
down for the turn of the year. The 
London tap oxfords have appeared 
in women’s welts and a designer 
has been asked to draft patterns of 
novelty boots. These are among 
the few new and unusual develop- 
ments in the style situation. Most 
other styles, like pumps, step-ins 
and gores, are moving along in a 
normal manner, with only minor 
changes appearing in the shoes for 
December and January sales. De- 
signers are busy with new models 
for early spring, and these will be 
displayed at style shows in January. 
They will stress materials, especial- 


ly leathers, in new colors and de- 
signs. 

The new London tap oxfords, 
adaptations from the men’s trade, 
are necessarily made over new 
lasts, with quite a bit of spring in 
the toes, or even a rocker bottom, 
for when the sole is thick and stiff 
the bottoms must rock a bit so that 
the foot may tread with comfort. 

Most Lynn manufacturers of 
shoes have no enthusiasm for nov- 
elty boots at this time. They will 
cheerfully spend money for the new 
lasts and patterns that will be re- 
quired if novelty style boots are to 
be made. But they have some ques- 
tioning over the fitting qualities of 
novelty boots, providing they should 
be made, because it is the common 
report that ankles are thicker and 
legs larger in circumference than 
they used to be. Makers of staple 
style boots say that it is so. They 
have increased the measurements 
of the tops of the boots that they 
are making. 

New models of Lynn shoes, to be 
displayed at style shows in Janu- 
ary, will feature new light shades 
of tan kid and calf, runnjng in the 
golden and blonde tones, some sug- 
gestions for gray shoes for pre- 
Easter trade, and white shoes for 

[CONTINUED ON PAGE 121] 





There is a “movie” house in San Antonio, Texas, which has installed a series of display windows in the 
corridor leading to the foyer. Shoe stores have taken kindly to the idea and every week sees some good trims. 
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Another Smart Seasonable Style, by 
Sherwood 


Attractively Made in 





Patent Leather Black Calf 
Modeled Over Lasts Carrying Colored Calf . Black Suede 
12-14 17/8 Heels Black Kid 
NEW YOR CHICAGO PHILADELPHIA 
Mr. Lobatto, Barclay Bldg. Mr. Le Pine, 1618 Republic Bldg. Mr. Schoell, 119 So. 4th St. 


OAKLAND, CAL, LOS ANGELES, CAL. 


ra 


Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel 


Higrhacd. Sige 


SMART SHOES 
ROCHESTER,N.Y. 


Buy Sherwoods and Stick to Them 
NO) NCUA) 
MOVOASELOXOISG 















 GRoreat BY | Don’t Overlook This 
tide ay hh mana aul in New York 


repeat business is large, 
proving that my _ boudoirs 


sell well. Better look into ISIT the Hotel Martin- 
my line. I will be willing i 














> ese 
to ship samples, Black and que—look the inviting, 
colors. leather or rubber 


heels. Black kid, rubber comfortable rooms over 
heels only. ° .—note the genuine conve 


Deliveries At Once are right in the heart of the 
busy shopping district and 





IN 
STOCK 


36 Pair Cases 









If your jobber cannot supply you, write me. 




















within easy distance of all busi- 

A. W. GREELEY f “The Best ness centres. 
12 D Street ri - Haverhill, Mass. £4. : You will be surprised at the 
Bt — ad es veage unusual rates of this popular 





NN ee Extravagance” New York Hotel. You can 


PUMP STRAP enjoy all the comfort and con- 


venience of the Hotel Mar- 





Slip on or off at will pe oe rates as low as $2.50 
oa of a oe : Club breakfast at 45c— 
grade throughout, Patent, | table d’hote dinner at $1.25— 






Dull, Tan Calf, Black 

Satin, Blonde Satin, Brown 

Satin. 

| Se Pree $5.40 
Oriental Beaded Patterns. 

Dos. Pr. ..i.5 70005 $7.20 

Metal Buckles, Rhinestone 


also a la carte at unusually 
moderate prices. 


A. E. SINGLETON, Res. Mgr. 


HOTEL MARTINIQUE 

Buckles, Rhinestone Clasps, etc. Affiliated with Hotel McAlpin 
LINCOLN STORE SUPPLIES COMPANY Broadway, 32nd to 33rd Streets 
1508 Washington, Ave., St. Louis, ~ | New York 













Novelty Shoe Findings 
ST TALL LLL UGE CEL 


When writing to advertisers please mention Boot anp SHOE RECORDER 
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Darbrok Shoe Satins and fabrics 


Wr the notable tendency toward a softer, more gracious note in feminine 
fashions, the Satin Shoe assumes increasing importance for both day and even- 
ing wear. ~ DARBROOK SHOE SATINS and FABRICS, expertly styled in harmony 
with the newest trend in costume silks, afford the very essentials of /uxury, 
Style and quality that distinguish the advancing mode. 


Represented by ~ 
W. A. Gallup ~ Cincinnati, Ohio T. F. Leary ~ Bofton, Massachusett 
Henley & McGaghey ~ St. Louis, Missouri D. J. Finn ~ Philadelphia, Pennsylvania 
Desmond & Hottinger, Inc. ~ New York, N. Y. 


Darbraok 
SilkS 


SCHWARZENBACH, HUBER & CO. 
478 FOURTH AVENUE art 32ND STREET 
NEW YORK CITY 


DARBR@®K SHOE SATINS 


When writixg to advertisers please mention Boot anp SHOE RecorveR 
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| Everybody is helped— 
everybody should help! 


UBERCULOSIS in this country is a threat against 
your health and that of your family. There are more 





than a million cases in this country today. 


The germs from a single case of tuberculosis can infect 





whole families. No one is immune. The only sure escape 
is to stamp out the dread disease entirely. It can be stamped 
out. The organized work of the tuberculosis crusade has 
already cut the tuberculosis death rate in half. This work 
is financed by the sale of Christmas Seals. 


Everybody is helped by this great work —and every- 
body should heip in it. Let every member of your family 





Stamp Out Tuberculosis aa, z . : 
with this stamp ai! Christmas parcels, letters and greeting cards with 
Christmas Seal 











these able little warriors against disease. Everybody, every- 
where, buy Christmas Seals —and buy as many as you can. 


THE NATIONAL, STATE, AND LOCAL TUBERCULOSIS ASSOCIATIONS 
OF THE UNITED STATES: 


When writing to advertisers please mention Boot anp SHoz RecorpEer 
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DU-FLEX GRISTLE 
SOLE 


In this new Du-Flex Product all the desirable features of 
the Crepe sole have been retained. It has a rough surface 
similar to crepe rubber, light in weight and is stitched 
direct to the welt, making a smooth, firm, finished edge. 
It has the tough gristly strength that the name implies, 
and gives wonderful service. 


Gristle Soles are especially adapted for women’s and chil- 
dren’s footwear (as well as men’s) as they are flexible 
and absolutely damp-proof. Made in natural color only 
(a neutral shade that can be used with any leather). Heels 
square or straight breast. 


Made only by the 


AVON SOLE COMPANY 


Avon, Massachusettes 


Makers of Du-Flex La-Tex Gum, Plantation Crepe, and Du-Flex 
Fibre soles. For sports and street wear. 


When writing to advertisers please mention Boot ann Sno Recorver 
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WINTER 


You'll need 
these 3 W’s 
Lenox 
Styles 















Ps» 810 Misses’, 11%/2 
, 811 Child's, .8%/11 
4 
3 W’s LENOX WELT, CROSS-WORD PATTERN j 
Plain Toe, Lace os ol Pity te 
t oo Gee 8 FS. - oe 4 Top, oe + Sa Pauw ecesesee Fs vege 
1 ‘s Tan moke Elk Top, 4/8. 6... .¢sseeeeeee 4 805 Mi » 11%/2 
865  Ohild’s Patent, Field Mouse Top, 846/11....06 6-6 eeeee 2.50 - reer 
866 Child’s Patent, Field Mouse Top, 4/8....-....-...... 2°00 806 Child's, 8%/11 
: 870 Child's Patent, Smoke k Top, 8% sii wielieg<c ee vase 2.50 
f 871 Child’s Patent. 8 e A GS cas eto be 2.00 800 Misses’, 11%4/ 
1 845 Child’s All -Tan’ Calf, 844/11... cccccccsrssccecssesees 2.35 . 801 Child’s: 8%/11 
y 846 Child’s All Tan Call, €f6 66 0a bik 60 Fo-e%e dns oe cccaswece 1.85 
i 


3 W’s LENOX, TURN CROSS-WORD PATTERN 


or Child's Patent, Field Mouse Top, 4/8...... 0.6...66;5 1.85 
Child’s Patent, Smoke Blk Top, 4/8.............0.0% 1.85 
379 Child’s Tan Calf, Smoke Elk Top, GiGs HaeWeecccccceie 1.85 


IS COMING 


Patent Verp. Smoke 
'o: 


Elk Top, 
lar, McKay, Rubber Heel 


eee ee. ee 03.38 


3 W’s LENOX McKAY, CROSS-WORD PATTERN 
Patent Cross-Word 


eee ee ee ee ee 2 


Patent Vamp, Field Mouse Top 


ee ee ee . ees 


Tan Calf Vamp, Smoke Elk Top 


Patent Vamp, Grey Suede Top 
DT ooo as cescbocsceesococcecs $2.75 


IN STOCK 


WEIMER WRIGHT & WATKIN CO., 39 South Second St., Philadelphia 


2.50 
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APPROVED BY 


As 

dren and 
ventilated shoe, the B 
lated Foot 
ell known 
use. 


eatents® «=. plete 





Brockton, 


Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one-else would 
be glad to get hold of at a price under the market. 


Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 


as a fully 
Burkley Venti- 
Developer is unexcelled. 
surgeons recommend its 
Make your stock of 
yEnTiLaTions! plete by” sending Your 
your 
order today. 


Phone Brockton 

for immediate actien. 
BURKLEY 
SHOE Co. 


1156 Ne. Main Street 

































© on @ 


- 
ae 


—_ oe er Fe Cf fe 


-_ tn se. fs Gh oe Gee Gate GF 





















November 21; 1925 


spring, as well as the winter resort 
trade; also, patents and satins ag 
usual, and some suédes, and the 
reptfle grains for sport shoes. 

Pepper and salt kid, suédes 
flecked with gold or silver, and 
some beautiful hues on calf and 
kid, mentioned among leathers that 
are entirely new for 1926, are to be 
tried for the unusually fine grades 
of shoes. 


. HAVERHILL 
New Styles Experimented With 


About every week and sometimes 
oftener Haverhill manufacturers of 
women’s novelty shoes introduce a 
new style to the notice of their cus: 
tomers, The head of one leading 
house making women’s turns, says: 
“{ have instructed our style man to 
submit at least six new patterns a 
month. Not all of these can be 
counted upon as sellers. In fact, 
all but one may turn out to be 
‘flops.’ However, if one goes over 
well, it is worth the effort. On this 
point I might add that we figure 
that lasts, patterns and dies consti- 
tute 5 per cent of the cost of pro- 
duction. It is a well-known fact 
that one new style is soon displaced 
by another and that the old lasts, 
patterns and dies are then only fit 
for the boiler or the junk heap.” 

Haverhill pattern designers and 
manufacturers of women’s shoes are 
interested in reports from salesmen 
in Chicago and other cities (backed 
by advertisements from leading 
stores) that women’s ten and twelve 
inch boots are being shown and sold. 
One large retail shoe house in Chi- 
cago showed women’s ten-inch but- 
ton boots with cuff at the top, priced 
at $28.50. A check-up by a visiting 
salesman showed that sixteen pairs 
of these boots were disposed of in 
this store the first day they were 
placed on sale» Haverhill producers 
are not enthusiastic over the idea of 
the revival of women’s high cut 
boots. One manufacturer said: “It 
takes three and a half feet of leather 
to make a pair of these ten-inch 
boots, to say nothing of the increased 
cost of other materials, as well as 
labor. As compared with the pump 
and other low cut patterns, the high 
cut boot has, in my opinion, very 
limited opportunities as regards 
sales. Price is today such an im- 
portant factor in the sale of women’s 
footwear and the low cut pattern is 
so firmly entrenched in trade and 
consumer favor, that the sales of 
high cut boots will, in my opinion, be 
small.” 





Shoe Tree Has New * 
Features 


The Buffalo Last 
Works of Buffalo, 
N. Y., is placing 
on the market a 
new shoe tree. 

A feature of the 
new shoe tree, 
which is_ illus- 
trated here, is that 
the adjustment is 
automatic and the 
functions of ad- 
justing as to 
length and width 
are independent of 
each other and 
there is no hand 
Pe adjustment neces- 
—— sary. By means of 
a sufficiently heavy, oil tempered 
spring in the forepart for widening 
and a similar spring in the heel for 
lengthening, the new shoe tree ad- 
justs itself to fit any shoe, also con- 
forming exactly to the toe shape. 

The new shoe trees are manufac- 
tured in two sizes for men’s shoes 
and two sizes for women’s, which 
will take care of all sizes, half sizes 
and widths, as well as shoes built 
over extreme swing lasts, straight 
lasts and shoes with wide, medium 
or narrow toes. 


Queen Quality Changes 

E. Nesbit, who has been with the 
Queen Quality stores for many years 
in St. Louis, has been transferred to 
the Cincinnati store on Race Street, 
as assistant manager. He comes to 
assist Mr. Van Pelt who recently 
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was promoted to the managership of 
the Cincinnati store. 


PHILADELPHIA 
Factories Continue Active 


Shoe factories here continue fairly 
active. Some of them are running 
full and report that there is some 
advance spring buying in the larger 
cities of the country, on the Pacific 
Coast, and in the resorts. Others re- 
port that the retail trade is fairly 
well stocked with shoes and is buy- 
ing cautiously and from hand to 
mouth. In general, however, present 
business is fairly good and the pros- 
pects for the future are bright. 

One factory which is running up 
to its capacity reports that it is 
making shoes for immediate wear of 
patent leather, tan calf, and Scotch 
grain. All of these shoes are low, 
there being virtually no call for boots. 
Present output consists very largely 
of strap effects with oxfords a close 
second. Crepe soles are dead at pres- 
ent but it is felt they will be active 
again in spring. Styles are plainer 
than they have been for some time 
though they still have some slight 
touches of elaboration which lift 
them out of the class of severely 
plain footwear. Prices remain un- 
changed. There is some talk about 
advances in leather but present needs 
can be taken care of at the old prices. 

Another manufacturer reports 
good demand for black and tan calf- 
skin. There is some business in 
patent leather but very little in 
glazed kid and very little in suede. 
This firm is making a number of 
gored models and strap effects in 
plain designs. There has been no 
change in prices. 
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Interior of McDowell and Black Shoe Co. store in 
Portland, Me. 
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Wet t Ypportunity 
_Ketail Salesmen 











OU like your work but perhaps 
you don’ tlike the rut you are 
f in. You may feel that it’s filled 
with too many uncertainties — 
that it leads nowhere in particu- 
lar! If you are sufficiently con- 
cerned over your future to work 
hard we can lift you out of your 
rut and set your feet on the 
broad highway that leads to 
INDEPENDENCE. 

The J. C. Penney Company—a Na- 
tion-wide Institutionof676 Department 
Stores (105 were opened in 1925) doing 
business in 44 states—needs young 
men to be trained as merchants and 
store managers. It wants men 25 to 
35 years old to qualify to open more 
new stores. 





S 
S 
Go 















You furnish the ambition, the en- 
ergy and the hard work; we supply 
the training, the capital, the respon- 
sibility. When you have proven your 
ability and are ready to acquire one- 
third interest in the store you man- 
age and the associate stores you open 
up, we finance you. Your progress will 
be as rapid as you are able to assume 





Af greater responsibilities. 
and Our manager-partner plan makes 
JnmaAnuCe everybody’s advancement dependent 
upon helping the men associated with 
ou him. Our associates share the success 


they have helped create. They become 
partners in the business. 


J. C. Penney founded this business 
in 1902. He trained young men to open 
new stores, They in turn trained others, 
From one small store the business has 
grown in 23 years to the world’s largest 
chain department store organization, 
with sales in 1924 of $74,261,343. More 
young men are needed for the future 
expansion of the company. 











Young men in whom we are inter- 
ested have had selling experience, 
either in a general or small d ent 
store, and know at least one of our lines 
—dry goods, ready-to-wear, clothing, 
furnishings, shoes. Investigation will 
. this to be your opportunity. 

t future concerns you, write full- 
sabiedenihiaiait to our office nearest you. 
Allcorrespondencestrictly confidential. 
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BROOKS 


SOFT TOE BALLETS 


Right and Left Lasts 
























Women's, 1.45 5 
i is 

















White Kid 
30c. extra 


TOE DANCING BALLETS 


Wom. Miss. Child's 


No. 618—Black Kid ....$2.80 78 o.79 
No. 608—Pink Satin ... 3.40 


GYM SHOES 


In Black Kid 
Women’s 
















































IN STOCK 


BROOKS SHOE MFG. CO. 
1725-35 No. 6th Street Philadelphia, Pa. 


yee Distributing Branch 
264 Chamber of Commerce Bldg., Los Angeles, Cal. 




















BATES’ STRIPED WELTING AND 
PIPING MAKES SNAPPY STYLE EFFECTS 


shoe re 













as in this shoe. et +. a 
manufacturers. 



























M. H. Bates Co. ctatitsea 18s Brockton, Mass. 























Steen eee bthsmenstentnmeeene eens 
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New York City 
St. Louis, Mo. 


370 7th Avenue : 3: 
1205 Olive Street : : 
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IN STOCK 


Immediate Shipment 
Fine Cloth Over- 
Gaiters 
Men’s Black 5& bt. $8.50.Doz. 
Men’s Fawn 5 bt. 16.80 Doz. 


Men’s Gray 5 bt. 16.80 Doz. 
Ladies’ Black 10 bt. 11.40 Doz. 


These Are Real Trade Builders 


Lincoln Store Supplies Company 
1508 Washington Ave., St. Louis, Mo. 
Novelty Shoe Findings 
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This Silver 
Trim Sold 


Extra Pairs 


T the Morse Shoe Store, 327 
A washington Street, Boston, 
very attractive windows are 
made the “key” to more pairs sold. 
Recently, to celebrate its third birth- 
day in “The Hub,” this mammoth 
store, occupying more than 10,000 
feet of floor space and carrying 
shoes for the whole family, inaugu- 
rated a striking silver trim that has 
been admired by the public and by 
the trade. 

The Morse Shoe Store has two 
other retail shoe stores, one at 
Brockton and another at New Bed- 
ford, and in addition to these oper- 
ates a leased shoe department in 
Boston. All three of the retail shoe 
stores were included in the special 
silver trim, but it was the Boston 
store, with its unique “theater 
lobby,” terrazzo floor, and sparkling 
windows extending along the front 
and then running back to a depth of 
twenty-one feet, forming the sides 
of the sloping lobby to the store’s 
door, in which the most interest 
centered. 

The windows are about twelve feet 
high, and the entire background, 





William Pidgeon, Sr., 
Retires 

William Pidgeon, Sr., one of 
Rochester’s oldest shoe merchants, 
has sold his retail shoe store which 
he has conducted at 19 Front Street 
for the past twenty-five years and 
will retire from active business. 

Mr. Pidgeon, Sr., is the father of 
William Pidgeon, Jr., well-known 
local shoe merchant who has been 
active in the work of the New York 
State Retail Shoe Dealers Associa- 
tion, and the National Shoe Retailers 
Association, for a number of years. 
Mr. Pidgeon, Sr., has spent his life 
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draped with scintillating silver cloth, 
was give an orchid hue from four 
colored reflectors. The floor was 
covered with a somber silver bro- 
cade, and to perfect harmony of ar- 
rangement all the wood fixtures 
in little round table and easel effect 
were covered with tin foil, which 
accentuated the attractive models in 
straps and pumps with glittering 
buckles. Suspended from the ceil- 
ing by invisible cords in both win- 
dows were two black beaverboard 
signs, covered with silver “flitter.” 
These cut-outs read “$5.00.” In the 
center of each window hung the 
name “Morse,” written in silver and 
black. The valances were of blue 
and gold, the front bronze with 
marble baseboard. 

Harry Engleman, connected with 
the managing and buying of the 
Morse Shoe Stores, is the window 
trimmer. His work carries him to 
all stores, to the markets and to 
the various factories of the country. 
It was during his rounds of the 
shoe world that he conceived the 
idea of the silver window. Asked 
how much it cost him to install the 








in the shoe industry of Rochester 
and has been employed both in the 
manufacturing and retail fields. For 
a number of years he was a foreman 
in various local shoe factories, being 
with Pady Cox, Harding & Todd, 
and Wright & Peters, all well- 
known shoe manufacturers in their 
day. 

For a number of years Mr. 
Pidgeon served as manager in the 
H. S. Bullitt shoe store of Buffalo, 
New York, returning to Rochester in 
1901 to open his own store at 19 
Front Street, which he has success- 
fully conducted up to this time. Mr. 
Pidgeon will not give up all of his 
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display, he replied: 

“I bought the stuff right. It took 
a great many yards and cost us sev- 
eral hundred dollars, but our win- 


dows are unusually large. For the 
small-town merchant a similar dis- 
play might be arranged for much 
less money. The materials might 
be a little less expensive, and there 
need not be so many lights.” 

As to the colored light, which is 
very effective, all that is necessary 
is to insert in one or two of the re- 
flectors a gelatine strip in whatever 
color may be decided upon. The 
local electric light people can tell 
the merchant where to get them. 

The window on the other side of 
the “theater lobby” entrance was 
devoted to men’s shoes and had a 
sport atmosphere. The colors in 
the men’s window were in blue and 
gold. Autumn foliage was intro- 
duced on the mahogany background, 
which was further decorated with a 
sports panel. The floor was of blue 
velvet and blue velvet drapes threw 
into greater prominence the tan 
shoes and sport hosiery displayed. 
The valances were blue and gold. 





connections with the shoe business, 
but will join with his son William 
Pidgeon, Jr., at 75 State Street, 
where he will have a desk and assist 
“Bill,” Jr., in the problems of fitting 
the foot that’s hard to fit. 


J. P. Orr Back from 
Europe 


CINCINNATI—James P. Orr, presi- 
dent of the Potter Shoe Co., and his 
wife returned from a three months’ 
stay in Europe recently. Mr. Orr 


visited all the countries of the Old 
World. He saw England, France, 
Italy, Switzerland and Austria. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


te OSITIONS WANTED—F rd each inser- 
. Banners 8 wig for space less than one-eighth ee wad Jour conte per cote gach 


Space 1time 7times 13times 26 times 62 times sat lasertion. "Minimam ‘amount. accepted, “§i25. Ade under ‘this 
1in......$5.00 $4.00 $3.50 $8.00 $2.50 ‘Bios Sealey te mete.en Biedto et mak of sckin 

8.00 7.00 6.00 5.00 office, twelve words must be allowed in each advertisement for 

Bin......15.00 12.00 1050 9.00 7.50 ap WR Bp BR 

20.00 16.00 14.00 12.00 10.00 at a ie ce ee 

Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 





be sent under letter 
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SALESMEN WANTED 








SALESMEN WANTED SALESMEN WANTED 








WESTERN PENNSYLVANIA, OHIO, MICHIGAN 


We want ote an salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


A big St. Louis manufacturer 
would like to hear from sales- 
men who are acquainted with 
the trade in northern New York 
and Vermont. Territory includes 
towns of Gloversville, Little 
Falls, Watertown, Ogdensburg, 
Plattsburg and state of Ver- 
mont. Do not apply unless 
acquainted with this territory. 
Give references and amount of 
sales. Address B 776, c/o Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 

















Some First Class Salesmen 


serving good credit and volume retail accounts are adding consider- 
ably to their earnings by also selling from a 25 sample line of chil- 
dren’s medium grade stitchdowns made in a specialty factory here- 
tofore dealing with wholesalers. One of the best combinations of 
design, service, and price are being made. More salesmen of this 
type are wanted for territories not yet filled. Straight commission 
only. State age, references, and names of other lines now carried. 
Promptly address B 746, care of Boor AND SHOE ReEcorpDER, 207 South 
Street, Boston, Mass. 








Factory making men’s and 
boys’ nailed and welt shoes 
has two territories that have 
been recently covered. 
Straight commission propo- 
sition. Only experienced 
salesmen considered. Proper 
party might be allowed to 
carry as side line.. For par- 
ticulars, write B773, care of 
Boot and Shoe Recorder, 
207 South Street, wanes 
Mass. 














South Carolina—Georgia—Florida 


We have an opening for experienced salesmen in the above 

territory to sell our line of Misses’, Children’s and: Infant’s, 

medium grade, Goodyear welt and turns. Strictly ‘com- 

| Mission, paying 7%. Lasts and patterns strictly up to date. 
State age and give references. 


REIDER SHOE MANUFACTURING COMPANY 
SCHUYLKILL HAVEN, PENNSYLVANIA 











SALESMAN 
One familiar with the JOBBER 
and DEPARTMENT store buy- 
er to handle our line of novel- 
ties in Satin-Felt and Leather 
boudoir slippers for: 
Texas, Oklahoma, Washington, 











Oregon, Idaho. 


Good opening for men that can 
show good results. Write, giv- 
ing full particulars. 

NOVELTY SLIPPER co. INC. 


121-131 West 19th Street, 
. New York City, N. Y. 











SALESMEN WANTED 


to represent Boston house specializing 
hatege 's medium _— novelties. South- 
estern territory. Men 

with a record for results on a commission 
Address B 787, care 

Recorder, 207 South 








SALESMAN— 


Western Pennsylvania 


The largest and oldest Wholesaler 
in the East has an opening in 
Western Pennsylvania. Line has 
been sold there in large volume 
for many years. 

To a resident salesman who is well 
established this is your oppor- 
tunity. 


Applicants Interviewed in Pittsburgh. 


Correspondence Held in Strict Confidence, 
Write B 782, c/o Boot and Shoe 
Recorder, 127 Duane Street, 
New York, N. Y. 








WANTED 


Live wire shoe salesman, familiar 
with volume buyers, covering Balti- 
more and vicinity; also a salesman 
for each of the. following terri- 
tories; New Orleans and vicinity; 
Detroit and vicinity; Pittsburgh 
and vicinity; selling chain stores 
and retail trade, catering to 
women’s up-to-the-minute novel- 
ties carried in ‘stock to sell at 
popular retail prices. References 
required. Only high grade men 
need apply. 


Wasser-Abraham Company 
No. 207 Essex Street, Boston, Mass. 
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~  §ALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 














6% on Stitch-Downs 
Salesmen for Pennsylvania, Illinois, 
Indiana, Michigan, Ohio, Southeastern 
States and Pacific Coast. Compact line, 
medium-grade stitchdowns. In_ stock. 
6% commission. Address B758, c/o 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 














WANTED Experienced salesman to sell on 
commission, 50 styles comfort welts car- 


in stock. Territory open, Indiana and 





ried 
Illinois. The Tili Shoe Co., Owego, N 
A. RESIDENT ssalesmai in Chicago, San 


Francisco, and Dallas to sell highly de- 
sirable line of Brooklyn made ladies’ turns as 
a side line. Address K-836, care Boot Shoe 
Recorder, JZ7 Duane St., New York, N. Y. 





JULICK wants more good m as 
a side line our well- oy Children's igh 
Grade Turns and Stitch-downs. ‘Ninety Pe 


bers in stock. Straight 7% commission. 

ings in Wisconsin, Michigan, North Caro ina, 
South Carolina, Missouri and Kansas. 

apply unless your trade is established. mae 
references, territor 0 ee. first letter. 
J. S. ZULICK & , Orwigsburg, Penn. 


SALESMAN to carry nationally-known line 
of Turn Leather Sole Boudoirs in colored 
leathers and quilted satins; also Ballet sli 

soft and hard toes, side line. Address B- 
care Boot & Shoe Recorder, 207 South Sereat, 
Boston, Mass. 











OPPORTUNITY 
Mani of quality line of branded chil- 
dren’s lar priced, opening in 
several excellent territories «for 
salesmen ha‘ estab! l ‘trade. Draw- 
ing cent commission. Cor- 








SALESMEN to sell to the large retail trade 
in the South and West on a commission 
basis, our make of Men’s Slippers in Stitch 
Down Turn and McKays. Address B-774, 
care Boot & Shoe Recorder, 207 South St., 





Boston, Mass. 
ANTED: Salesman for the States of Michi- 
gan and Qhio to sell our line of Turn 
Novelties, retailing from $6.00 to $8.50. One 
who knows the’ trade. References required. 


Address B-771, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


ANTED—Salesmen with established trade, 

to sell our line of High Grade Turn Novel- 
ties throughout the South. Reply by letter, 
giving reference and full details as to previous 
experience. Address B-770, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


LINE WANTED 

















WANTED—By wide-awake, 
successful salesman, a popular 
priced men’s shoe line for Cali- 
fornia. Will give highest refer- 
ences. M. Hirson, 508 Trans- 
portation Bldg., Los Angeles, 
California. 








WANTED LINE of growing girls’, 
Misses’ and children’s’ welts and 
stitchdown .shoes for Iowa and 
Nebraska. Best of references from 
present employer as to_ selling 
ability and character. Selling the 
best trade in the territory. Address 
John Alien, 920 West 40th St., Des 
Moines, lowa. 








Advertising Executive 
Available 


When you want an experi- 
enced advertising executive, 
you usually have to select a 
green man with evident native 
ability and train him. 


But here is a man whose knowl- 
edge, experience and ability place 
him in the forefront of his call- 
ing. Through peculiar circum- 
stances he finds himself “on the 
market.” He prefers to become 
associated with a _ progressive 
Eastern manufacturer with an Al 
proposition—the sort of firm with 
which he. is most familiar. 

Address B-777, care of Boot and Shee 
— 207 South Street, Boston, 

ass. 














SOME Advertising or sales manager needing 
an assistant who will not crack under pres- 
sure will secure this man. Thirty-four years 
old, in own business; ten years’ 
selling and sales office management. 
student of advertising, having completed several 
courses of training. Writes good co Here 
A executive material. Box 84, amareck) 
ass. 








FOR SALE 


















BUSINESS OPPORTUNITY 








SALESMEN : Fit yourself for something bet- 
ter. Young men between the ages of 
twenty-two to thirty-five, who are ambitious 
to become A-1. Salesmen, should join one of 
our classes to learn how our Shoes and Gloves 
are made, starting with the Raw Hide, follow- 
ing through to the finished Shoe, or Glove. 
We pay while’ you learn. Write for particulars, 
stating age, present occupation, whether you 
have ever sold goods on the Road, if so, name 
of concern represented, or representing, terri- 
tory cover and how long. College men, or 
High School graduates preferred, though this 
is not absolutely necessary. Address—Depart- 
ment of. Sales. Wolverine Shoe & Tanning 
Corporation, Rockford, Mich. 


WANTED: 





shoe salesmen to 

carry as latest adjustable 
shoe tree... Liber commissions. All terri- 
tories open. Applications treated confidential, 
B-772, care Boot & Shoe Recorder, 626 Powers 
Bldg., Rochester,.N. Y. 


WANTED Salesmen. Live wires with es- 
tablished trade to sell line of fast selling 
women’s novelty McKay shoes, $2.85 to $4.15 
wholesale. No objection to men carrying non- 
conflicting lines. Liberal commissions, month- 
ly settlements. Territories open, Chicago, and 
outlying districts, Kansas City and outlying 
districts, Southern Texas, Louisiana. _Shu- 
Stiles Inc., 1422 Washington Ave., St. Louis, 


Experienced 
, ae the 





OPPORTUNITY 


to establ: 
sale distribution - its products 
States. Likewise Ly ght. 
Shee Buckles, all prices most reason: 
Write to George F. Buss, Pittston, Pen 
for samples, prices and further information. 











ANTED a shoe concern willing to oe 

a shoe department in a large men’s 
partment store, main floor and bargain “ha 
ment, one hundred per cent corner location, 
‘Baltimore, Md., commission basis. Address 
B-780, care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


AN OPPORTUNITY—For young men with 
cars to represent us through established 
territory in New York State and Connecticut. 
Commission basis to start. We manufacture 
the patented Tu-Nu-Sol shoes, and men’s style 
shoes. Apply by mail Mr. Rube, Daly Bros. 
Shoe Co.,,; 144 Duane St., New York City. 








FoR SALE: A profitable -—_ A age es: 
tablished thirty years in Ohio. 


Stock about twenty-two to Fg ‘thousand 
dollars. Address, B-781, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. . 





R SALE—Live wire shoe store in city of 
70,000 in Ohio. 100% location, clean stock 
of men’s, women’s and children’s footwear, 
Reason, other interests. Address B-779, care 
eet & Shoe Recorder, 207 South St., Boston, 
ass. 








FOR LEASE 


SPACE to lease in department store for shoe 
department, also space in bargain basement. 
Main floor twenty by one hundred, live Ne- 





braska town of over twelve thousand, this 
store has sold shoes for over fifty years. For 
further information address B-778, care Boot 


& Shoe Recorder, 207 South St., Boston, Mass. 
WANTED A live wire concern to sub-lease 
part of a newly enlarged basement for 
ladies’ shoe department at a popular price in 
millinery ‘store with a 100% location. Vanitie 
Hat Shop, 371 Main St.,: Worcester, Mass. 














WANTED TO PURCHASE 








POSITION WANTED 








Mo. 


WE want salesmen with an acquaintance and 
following among the volume buyers of 
‘women’s pular priced ‘novelty wood heel 
McKay slippers to cafry our line as a side 
line. This line of shoes can be retailed profit- 
ably on a five and six-dollar basis. Line con- 
sists of about twenty styles with new styles 
added weekly. nly men of unquestioned 
ability considered. ‘Address B-769. care Boot 
— Shoe Recorder, 207 South St., Boston, 
Mass. 


SALESMAN—Hieh caliber with good rated 

clientele for Michigan, Indiana and Ohio 
to sell_ good, complete in stock line of infants’ 
and children’s footwear. Seven per cent com- 
mission. Prefer one with automobile who 
covers territory closely, can be carried with 
non-conflicting line. State qualifications, refer- 
ences and territory, Address B-775, care. Boot 
& Shoe Recorder, 207 South St., Boston, 


Mass. 








CAN. YOU. USE 


a tan with twenty years’ experience in 
factories making men’s, “boy’s and- sport 
footwear—also stitch downs. Can act as 
buyer, style and quality man. Best of 
references. 

Address B 783, c/o Boot and 
Shoe Recerder, 207. South St., 

_ Boston, Mass, 











THE NEW YORK EXPORT 
PURCHASING CORPORATION 

596 BROADWAY, NEW YORK, N. Y. 

. Phone—Canal 6874 
sur { Som aro | 
Bargains how and yan BF _ 











BUYER and Manager of sixteen years ex- 
perience in shoe stores of the Southwest, 
would like to connect with chain-store organi- 
zation operating in the Sovthwest or the Coast. 
Desires to make change about January 1, 
familiar with leasing locations ES opening 
stores. Ample proof of ability and integrity. 
Addréss B-760, care Boot & Shoe Recorder, 


207 South Sta, Boston, ass. 





CASH PAID 


for shoe stores or surplus stocks of 
Seek ee ee - - et 


taken over. 
sentative to Ynvestigate and "make 


offer upon request. 


Kaha Cérf. Mercantile Co., Inc. 
/591 Broadway, New York City 
Spring 5160-5161-5162 




















BOOT AND SHOE RECORDER 


November 21, 1925 
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FOR RENT 


FOR RENT 








A SHOE STORE NECESSITY 


“VARNUM” 
(Trade Mark Reg. U. 8. Pat. Off.) 


SIZE STICK 


The Most Popular Stick 
Used Today 


WHAT DO YOU USE? 


“VARNUM” 
Marked with Standard 
American, French, 
English 
Measures 
Three Styles 1-2-3 
RETAIL SHOE 
STORES USE 
No. 3 


$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood 
with Nickel-Plated Trimmings. 
Make an attractive fixture for 
the store, also a long wearing 
and useful one as well. 


Specify “VARNUM” 


To Your Jobber or Write Direct 
Manufacturers 


F.W. Whitcher Co. ‘cis"i* 











“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 


CURVED JAW NIPPER 
Just the Tool for That Tack 
The only nipper 
made which is just 


the right shape to cut 
out tacks on the inside 
f shoes. 


Patentees and Manufacturers 
Branch 
Boston, Mass. 161 Ww. Lche Se. 





a 


There’s No Better Location to 
Sell Shoes in N. Y.! 


You can now secure a New York City sales office and display room in the 
best location in the largest shoe buying center in the world. 
Suitable for a substantial line alone or for two non-competitive houses. 


For details address 


B-765, c/o Boot and Shoe Recorder 
127 Duane St., New York City, N. Y. 


LL cto mioeome—omom———0E0 








MISCELLANEOUS 


MISCELLANEOUS 





ATTRACTIVE 
at oO} au Ge. 2 0), 6. | 


LABELS 


PRICE SERVICE-OUALITY 
THAT SATISFY 


upon request, 


Complete set of 
without obligation. 








WANTED TO PURCHASE 








For 30 years our specialty. 
Bank and mercantile references. 





























E. T. Wright Honored 


ROCKLAND, MAss.—Elwin_ T. 
Wright, head of E. T. Wright & Co., 
Inc., shoe manufacturers of Rock- 
land, is also a member of the coun- 
cil of Governor Fuller, Massachu- 
setts. At a regular dinner of the 
councillors, held recently in Boston, 
Mr. Wright was presented, in rec- 
ognition of his seventy-sixth birth- 
day, with a handsome hammered 
silver water pitcher and tray. The 
presentation speech was by Lieuten- 
ant Governor Allen of Massachu- 
setts. Councillor Wright made an 
appreciative response. 


New York Dealers to Meet 


in January 

New York City—The Retail Shoe 
Dealers Association of New York has 
abandoned the project of a quarterly 
dinner tentatively scheduled for the 
later part of this month. Notice has 
been sent out for a regular member- 
ship meeting on Dec. 8 at which a 
nominating committee will be named 
to bring in a slate of officers for elec- 
tion at the annual meeting in Janu- 
ary. At an executive committee 
meeting last week plans for a strong 
membership drive were discussed. 
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PRETTY SO 
37 East 28th Street 


Get the Good Will of Your Neighborhood 
Through the Children 


\ Our catalogue of novelties for children is now 

ready. We also have some very fine novelties for 

the home, office, etc. Send for free catalogue. 
“Gain a Lap on Your Competitor.” 


ADVERTISING COMPANY 
New York City, N. Y. 




















WINDOW 
DISPLAY 
FIXTURES 


Made by 
| Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 














Milbradt Rolling 
Step Ladders 


ject ¢t pproval and 
o a 
satisfaction guaranteed. 


2416 No. 10th Street 
ST. LOUIS, MO. 








CUSHION 
TIR 





rT 
it 
if 


i 


convement 
© neo been 
mounting or ease 
Both hands free to remove or re- 
6 tee 
Cushioned Tired Trolley 
and Truck Wheels elimmnate nose 
and prevent vibration. Erection 
as simple as A, B, 





ma? 
| 














IDEAL ROLLING 
LADDERS 
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ONKEN | 











Made Only of Wood 
for all lines 

IMMEDIATE 
SHIPMENTS 
Send for Catalog 


Tue Oscar Onnxen Ca 
liw. FOURTH ST. 
CINCINNAT!, O. 
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OSS 


ESTABLISHED 
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Labels 


We design and print 
of those used by the ShoeTra 








| 
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| 
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BEADED ROSETTE 






Sold by 

Leading Shoe Store Supply 

Houses—Also by 

Superior Shoe Ornament Works 
588 Howard Ave., Brooklyn, N. Y. 


































WHERE TO BUY 
WANTED STYLES 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic imformation on current 
problems. 
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His feet were tired. He had to be on them 
all day long. In spite of his activity, he 
was getting heavy. He felt that he needed 
sturdier shoes, shoes that would give plenty 
of support to the arch and still be com- 
paratively light of weight. He went into 
a shoe store to explain his foot troubles. 











A bright, young clerk approached him and 
was quick to sense his needs. He took from 
stock a light calfskin, Goodyear Welt shoe 
with a Crawford Arch Supporting Shank. 
The man with the tired feet slipped them 
on and walked up and down the carpet for 
a few minutes, thoughtfully. Then, he 
turned to the clerk, his face beamed relief, 
and said, “Those feel good. What gives 
that restful feeling?” 


“Oh! that’s the Crawford Shank,” said the 
clerk, and he explained it. 


| Hi, 
by 


The Crawrorp Arcu SurporTING SHANK 
is a resilient steel brace built right into the 
shank of the shoe. A truss riveted to the 
under side of the shank keeps it always in 
its original curved shape and prevents it 
from breaking down. One end of the shank 
is slotted and fitted around a split rivet so 
that it may slide back and forth as the 
weight of the body is applied and removed 
from the foot. In this way, the shank is 
always snug against the arch of the foot, 
yielding just enough, under pressure, to 
accommodate the ratural flattening of the 
arch and springing back with the foot as 


The man mentioned above bought the 
shoes. He left the store spryly and happily. 
He stopped down the street a short ways 
and pointed out to some friends the store 
that carried shoes with Crawford Arch 
Supporting Shanks. 


| a 
Shoes 











Not only good customers but 
firm friends patronize the store 
selling shoes with Crawford 
Arch Supporting Shanks. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





When writing to advertisers please mention Boot anp Suor Recorper 
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BOTTOM STAMPS 





reading 


“MADE WITH GENUINE 
BARBOURWELT™ 


are now available 


Retailers ordering shoes made 


with GENUINE BARBOUR- 
WELT may have them Bottom- 


Stamped if they specify it. 


We provide these stamps gratis 
to any manufacturer usin GEN- 
UINE BARBOURWELT, 
and thousands of pairs are already 
on the market stamped in this 


manner. 


For your own frotection and as a 


tie-up with our NATIONAL 
ADVERTISING specify the 
use of the stamp. YOUR cus- 


tomer is interested in these shoes. 


Let him know that you 


have the. GENUINE NS 
Product—the only solid, Ley. | / 

one-piece SOLE “| : 
LEATHER Welt Show this test— | 





of this character. In genuine Barbourwelt there is 
no opening or seam below this 


rib. You can’t pry under it. 


BARBOURWELT 


Manufactured Exclusively By 
BARBOUR WELTING COMPANY, Brockton, Massachusetts 


When writing to advertisers please mention Boot anp Suor Recorper 








